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To help you sell 
Eveready Columbias 


SOME of the outstanding Eveready 
Columbia display materials are illus- 
trated herewith. These and other 
attractive pieces, in colors, have been 
prepared for 1928. They are furnished 
to Eveready Columbia dealers without 
charge. From watching the sales of the 
many dealers who use this display ma- 
terial properly, we know that they do 
make the battery business grow. Get 
your dealers to put these helps to work 
because they will help increase their 
sales and therefore your sales. 


NATIONAL CARBON COMPANY, INC. 
New York Chicago San Francisco 


Atlanta Kansas City 


Unit of Union Carbide azd Carbon Corporation 
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John Duncan, and W. E. Robertson, 
holds considerable promise of being 
quite fruitful. 


The entertainment committee has 
broken all precedent by arranging en- 
tertainment for the ladies. No longer 
will it be necessary for them to 
“while away their hours” waiting for 
Jim and George to dig themselves out 
of the bunkers. It’s a constructive 
movement on the part of the commit- 
tee. 


Of course, after this most import- 
ant meeting there really isn’t much 
to do, except to catch a train for the 
R. M. A. Trade Show in Chicago, 
June 11 to 15, It’s to be held at the 
Stevens hotel again this year. Cer- 
tainly no other hotel in the middle 
west, and probably in the country, 
can handle such a show in better 
fashion. 

Attending the Trade Show means 
attending the convention of the Fed- 
erated Radio Trade Association, par- 
ticularly the Radio Wholesalers’ As- 
sociation—the jobbing branch of the 
parent group. 


Coincident with the Radio Trade 
Show is the National Lighting 
Equipment Exhibition and Conven- 
tion, which is to be held at the 
Hotel Sherman, Chicago, June Il 
to 16. 


It is unfortunate that these con- 
ventions, meetings, and shows come 
so closely together. Perhaps next 
year it may be different, but they’re 
all worth while and they will well re- 
pay any jobber making the trips. 
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HERE is 331% profit in it for you if you “Signalize” your business 
by selling Signal Engineering Bells and other equipment. 


You must sell specialties to offset your low profit lines. Here is your 
opportunity to handle a line of Bells for which a national demand exists. 


Tie-in at once with our wide advertising campaign based on “Signalizing™ 
industries. 


Linen price sheets are now ready for jobbers’ salesmen. Write for dis 
tributor’s arrangements. Note full name and address. 


We also make a complete line of Signals, Signal Systems, and Control 
Apparatus. 


Signal Engineering Products are the Result of years of development and research 


SIGNAL 


ENGINEERING & MFG. CO. 
49 Seventh Ave. fy.) New York, N. Y. 


Seman 
SOLD THROUGH JOBBERS 














CRANNELL, NUGENT & KRANZER 


L. W. Crannell, President and Treasurer 


W. J. Kranzer, Vice-President 


RANNELL, Nugent & Kranzer was founded and 

incorporated under the laws of New York in 

1914 by L. W. Crannell, W. J. Kranzer and F. L. 
Nugent, at 110 W. 30th St., New York. 

Mr. Crannell, who was and still is president, acted 
as outside salesman; Mr. Kranzer was purchasing 
agent, general manager and almost everything else 
on the inside except bookkeeper which position was 
held by Mr. Nugent as treasurer. In 1914, the per- 
sonnel consisted of the three principals and a stenog- 
rapher. Today there is a good sized sales force, con- 
sidering the small area covered, and a full comple- 
ment in the office totaling 45 employees. 

In 1917 Messrs. Crannell and Kranzer bought out 
Mr. Nugent’s interest and Mr. Crannell became presi- 
dent and treasurer. In 1919 J. H. Hughes came with 
the company as secretary. (Unfortunately at the 
time this photograph was taken, Mr. Hughes was on 
a midwinter vacation. ) 

Crannell, Nugent & Kranzer have enjoyed steady 
and marked growth; in fact, they remained in their 
original quarters long after they were outgrown and 
it was not until early last year that they were finally 
forced to seek larger quarters at 114 West 24th St., 


where they occupy the first floor and basement which 
runs through to 28rd St. 

The territory covered is exceedingly small in square 
miles considering the size of the company and the 
volume of business done. The entire sales force oper- 
ates in Manhattan, Brooklyn and Long Island City 
not even touching the Bronx or nearby New Jersey 
and by doing so, gets a goodly share of the available 
business in this small but highly important district. 


LOOKING AHEAD TO 1950 


I feel the jobber will always be an economic necessity 
since only through jobbing channels can the manufacturer 
market his goods more cheaply than direct. 

I can’t see where the electrical industry is different from 
others. There will always be small independent jobbers. 
The so-called steel trust is an example in point. Despite 
the United States Steel Corporation, there are still inde- 
pendent steel manufacturers. 

The number of jobbers will probably increase in the 
future though the number of salesmen may decrease, both 
due to the gradual narrowing down of territories. Eco- 
nomic conditions will make it more and more imperative 
that the contractor and dealer buy from a nearby source 
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Give them the Inch : 


and they'll take the Mile 


OU may only sell 

inches: of insulating 
tape where you sell miles of 
insulated wire. But every 
electrician knows that 
most wiring troubles start 
with a defective, splice. 
He knows, in other words, 
that an inch or two of in- 
ferior tape will put miles 
of high grade wire out of 
business. It is mighty 
good business, therefore, 
to remember the 
inch when selling 
your mile. 


The Okonite Company 
The Okonite-Callender Cable 





Company, Inc. 


FACTORIES: 


SALES OFFICES: NEW YORK 
ST. LOUIS ATLANTA 
SAN FRANCISCO LOS ANGELES 


Novelty Electric Co., Philadelphia, Pa. 

F. D. Lawrence Electric Co., Cincinnati, O. 
Canadian Representatives: 
Engineering Materials Limited 
Montreal 
Cuban Representatives: 

Victor G. Mendoza Co. 

Havana 
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PASSAIC, N. J. PATERSON, N. J. 


CHICAGO PITTSBURGH 
BIRMINGHAM 
SEATTLE 
General Electric Supply Corporation, Boston, Mass. 


Sell them inches of 
Okonite Tape (the unvul- 
canized splicing com- 
pound) and Manson Tape 
(the true friction tape 
made by genuine friction 
methods). Or sell them 
Dundee “A” or Dundee 
“B”—the tapes for buyers 
with a Scotsman’s purse 
and a taste for Okonite 


Quality. 
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How One Jobber Gets His Money 


By the Use of a Series of Clever Reminders This Firm Cuts 
Credit Losses To the Bone and Keeps Customers Smiling 


By RUEL McDANIEL 


pass up any good business because of an over- 
zealous credit department is the dream of every 
electrical jobber, no doubt; and nobody has as yet real- 
ized fully that dream. However, there is one Southwest- 
ern electrical jobbing concern that has gone a long way 
toward the solution of the credit problem through a prac- 
tical combination of careful selection of credit accounts 
plus a series of four reminders that go to delinquents at 
regular intervals. How this firm uses this combination 
ought to be of practical interest to others of the industry. 
For some years this concern 
experienced the same dis- 


H:: TO eliminate all credit losses and still not 


ask for credit and don’t get it will not patronize you 
afterwards; but personally I think it is more profitable 
to lose a doubtful customer now and then than to lose 
so much merchandise over-liberal credit 
policy.” 

By living up to this doctrine and thereby opening ac- 
counts only when the applicant really deserves credit the 


through an 


company is practically assured that all its customers are 
honest and trustworthy and that they not only intend 
to pay but are pretty capable of paying their accounts 
when due. “Realizing these factors,” 
this credit manager explains, 
“we see our credit policy from 





agreeable credit situations that 
confront the average electrical 
jobbing house. There were in- 
variably some few customers 
seemed never to get 
around to paying their accounts 
promptly—when at all. Every 
year there was a disconcerting 
sum to be written off as bad 
debts. 

Then finally about two years 
ago the firm had a credit house- 
cleaning. It was on the first 
of the year and a logical time 
to let it be known -that the 
credit department had been re- 


who 


due money. 


ones. 





HE time to be hard-boiled 

in the handling of credits 
and collections 
credit is granted. 
person’s feelings less when you 
refuse him credit when he asks 
for it first than you do by hound- 
ing him afterwards for the past- 
Then, having only 
deserving ones on your books, 
the only problem left is that of 
the gentle reminder to forgetful 


an entirely different angle. We 
are safe in assuming that all 
those on our books are honest 
and mean to pay their accounts. 
We can proceed to collect the 
accounts upon that basis, there- 
fore, and ignore the usual rules 
for the collection of delinquent 
accounts. 


is at the time 
You hurt a 


“Although our customers at 
present on our credit ledger are 
honest and their expectations 
are entirely well-meaning, that 
does not prevent their being 
forgetful. It is a part of hu- 
man nature to hold on to the 








vamped and enlivened with a 

new and more exacting policy. 

From that time it has consistently refused to grant credit 
to any firm or individual who cannot show a sound basis 
for eredit. The firm has taken on some of the banker's 
attitude in regard to risking its money. 

“We have learned,” says the credit manager of this 
concern, “that the time to be hard-boiled in the handling 
of eredits and collections is at the time the credit is 
granted. Then it is not necessary to be hard-boiled after- 
wards. You hurt a person’s dignity less when you re- 
fuse him credit when he asks for it first than you do 
hy hounding him afterwards for the past-due money. 
And besides, when you demand cash where you are not 
certain of the risk, you have your money or your goods 
safely in the bank or in the warehouse. Maybe some who 


money one has as long as he 
possibly can. 

‘aking this into consideration, our credit problem 
then evolves itself into one of reminding these forgetful 
customers that they owe us money, and of reminding 
them so consistently that they cannot keep the thought 
of paying out of their minds for long.” 

One of the important things in getting credit customers 
to pay promptly, this company knows, is to set before 
them a good example in promptness. The easiest way 
to lead customers into the habit of carelessness in the 
payment of their accounts is to set them an example of 
carelessness. Accordingly, this firm makes it a point to 
get out its statements with the promptness of the tide. 
Regardless of how busy the office may be, the statements 
go into the mails so that they reach customers on the 


oer 
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morning of the first. If that happens to be a Sunday or 
a holiday, the statements reach customers on the last day 
of the old month rather than the second of the new; 
and this rule is not followed only a month or two, but 
every month. The firm is just as prompt and methodical 
with its series of four follow-up notices. Delinquent 
credit customers can check their calendars by the receipt 
of these credit notices! 


The logic in this practice of promptness is obvious. 
The customer sees that the company is regular and me- 
thodical in its collection methods and he has every reason 
to believe that it expects the same from him. On the 
other hand, if it were to send out statements on the first 
of one month and the second or third of another, and send 
out its credit reminders just when the spirit moved the 
credit man, then the delinquent customer would assume 
that he had the same privilege in paying his account. 


At the time the company makes up its statements an 
assistant in the credit department makes up a list of all 
outstanding accounts, giving the name and address of each 
customer and the amount of his account opposite. This 
remains on the assistant’s desk constantly thereafter. 

When an account is paid, the assistant checks the 
name from his list. On the 10th of the month (the 
statements show that all accounts are payable on or be- 
fore the 10th) the assistant goes over his list and ad- 
dresses an envelope to each customer whose name still 
remains on the list unchecked. At the same time he selects 
a card that is the first of four reminders and writes at 
the bottom of it the amount of the customer’s account. 
This he mails to each delinquent customer on the evening 
of the 10th. The card reads: 


WE ARE ANXIOUS 
TO HEAR FROM YOU. 
THERE ARE TWO WAYS THAT YOU CAN 
LET US KNOW WHY YOU HAVE NOT PAID 
US THIS PAST DUE ACCOUNT. 
EITHER PHONE OR PLACE A CHECK IN 
THE MAIL—TODAY—PLEASE—$98.75. 





There is nothing of a smile-provoking nature about 
this note, but just the same, most customers who receive 
it smile, because there is a comical figure on the card 
that draws the smile. The figure, used by the company 
as a trade character, is shown shedding enormous tears; 
a postman is standing nearby. Obviously the latter has 
just told the character that there is no check from the 
delinquent customer who has just received the note. 

Five days later the assistant to the credit manager 
goes over his list and to all the names not checked off 
he sends the second mailing. It has the same humorous 
trade character, and the text reads: 


$25.00 REWARD 

DEAD OR ALIVE 
FOR INFORMATION AS TO WHY ALL THE 
BILLS ON OUR DESK HAVE NOT BEEN 
PAID. 
YOUR CHECK FOR $43.23 HAS BEEN MISS- 
ING SINCE FEBRUARY 10th. 





These mailings are not in series as regular series go. 
That is, no particular one has any tie-up with the other. 
The first could be sent last as well as not. There is 
nothing of the formal, stiff credit notice anywhere in any 
of the cards. Since the company assumes that all its 
customers are honest and need only to be reminded to 
get them to pay, the cards are to remind them, nothing 
more. 

On the 20th of the same month a third mailing goes 
to all those names which have not thus far been checked 
from the list. This piece reads: 





WHEN GABRIEL BLOWS HIS HORN AND 
ST. PETER OPENS THE GATES—WHAT 
ARE YOU GOING TO SAY ABOUT THAT 
$23.63? 





That is all the text; but the trade character tells the 
story. He is shown standing before St. Peter, smiling 
broadly. The latter is saying to him, “Give me the 
names of the people who did not pay their bills.” 

The fourth and final mailing of the series goes out on 
the 25th of the same month, and it is something of an 
ace-in-the-hole, so to speak. It is an orange-colored card. 
Around it is wrapped fully three feet of green twine. 
The text reads: 





IF IT’S STRING YOU NEED 
WE HAVE IT TO REMIND YOU THAT YOUR 
CHECK FOR JANUARY HAS NOT REACHED 
US. 
WHY NOT DROP IT IN THE MAIL NOW? 
IT’S JUST $89.00—AND WE’LL APPRECIATE 
YOUR PROMPTNESS A GREAT DEAL. 





All four pieces fit into a regular note size envelope 
and are mailed under two-cent postage in compliance 
with postal regulations governing the sending of credit 
memoranda through the mails. 

If there are any customers who have not paid by the 
first of the next month, the credit manager pens a note 
across the new statement to the effect that the last 
month’s account should be paid at once. If that does 
not get results within ten days, he gets in touch with the 
delinquent by telephone. So effective have been the 
follow-ups, however, that he has had to make but few 
calls during the time that the plan has been in use. 
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“Sold Through Jobbers” 


, HE LETTER reproduced below puts in a nutshell 
the feeling that we hope jobbers everywhere have 
toward the slogan “Sold Through Jobbers,” the 
use of which we are promoting among manufacturers. 
Manufacturers who have pledged themselves to the use of 
this slogan in the jobbers’ interest, will find a consider- 
able amount of satisfaction in Mr. Owens letter, which 


is typical of expressions we have received in many quar- 
ters, and will feel that their efforts are being appreci- 
ated. 

Fully 150 manufacturers are now co-operating in this 
movement, which can readily be made one of the most 
far reaching activities ever entered upon in the interests 
of the electrical wholesale industry. 





550-552 PEARL ST 





Mr. Howard Ehrlich, 

Electric Trade Publishing Co., 
55 West Jackson Boulevard, 
Chicago, Illinois. 


Dear Mr. Ehrlich: 


JLOwen: JAD 





FE.B.Latham &CGo 


MANUFACTURERS AND DEALERS IN 


OFFICE & SALESROOM‘(@ BLOCK TO BLOCK > SHIPPING & RECEIVING 


- 
aot Ce 
AUf. ark April 6, 1928. 


I want to congratulate you on the good work you are doing for the jobber 

in listing the names and addresses of the manufacturers co-operating in the 
use of the slogan "Sold through Jobbers",. 
everything should be done to strengthen the position of the jobber 
throughout the country and to have the manufacturers declare themselves 
in pledging to use this slogan certainly should help, very materially. 
I believe that the jobbers can do a lot towards building up a complete 
list of manufacturers who are loyal supporters of the jobber. 


I hope you will keep up the good work and I believe I speak for the 
entire industry in thanking you for your find co-operation. 





CaBLe ADDRESS 
* LatHamco" New Yorn 
A.B.C.AlL, LieBeRS ANDO 


Private Copes uSEO 





PHONE WORTH 9580 


S96 WORTH ST. 


I think it is the time when 


Very truly yours, 


THAM & COMPANY 


GENERAL MANAGER. 
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J OBBERS' SALESMEN 
Should Have An Kye For Lhe 


familiarity will breed still more contempt. That 
seems to be about the situation prevailing in the 
field of annunciator and bell work, and the closely related 
fire alarm systems. Thirty years ago annunciator and 
bell installations formed a large part of the contractor’s 
business. Today they are negligible. In the stock of 
the jobber at that time bells and annunciators were an 
important part while today they are away down the list 
among the minor items. So many other things have come 
in that the average electrical man looks upon annunciator 
and bell work as boy’s work, whereas it could be made 
a fine, profitable business of considerable size. 
Electrical contractors by neglecting bell work uncon- 
sciously build up future competition for themselves. The 
business is 
greater to- 


fk FAMILIARITY breeds contempt, then very long 


day than it 

If the Jobber’s Sal intel 
the Jo r’s esman 

Will Only See That the greeter 

Business is Worthwhile in 

He Can Help Immensely. 


propor- 
tion “ss 
all forms 
of construc- 
tion work is 
greater. 
But it is left 
to boys and 
curb stoners 
to do the 
work. When 
the contrac- 
tor leaves 
the work to 
this class of 
“*felec- 
trician”’ it is 
not long be- 
fore the lat- 
ter tries his 
hand at elec- 
tric light 
work and 
then there is 
another 
small con- 
tractor in 
the field, an- 
other ques- 
tionable 
credit risk 
\ for the job- 


ber, another 








small, unfruitful account to be nursed along either to a fair 
degree of success or else, as too often happens, to failure 

Jobbers’ salesmen may well bear this point in mind 
and study up on bells, annunciators and fire alarm sys 
tems, in order that they may re-awaken interest on the 
part of their better class of contractors in this work. In 
the last six years, sales by electrical jobbers of annun- 
ciators and bells averaged $2,439,000 annually. In 1927, 
the sales of these items amounted to $2,685,000. So 
there has been practically no progress made in the last 
six years, although, as said before, these items are profit 
able. The business in them could easily be several times 
what it is now with the proper effort along development 
lines. 

Every place such as schools, theatres, mills, halls and 
factories where people congregate should be equipped 
with electric alarm bells. The laws require it in many 
places. 

There is considerable business to be attained in summer 
or winter resorts by wiring the empty houses with burglar 
alarms. 

Annunciators in homes are just as useful today as ever 
but they are not installed to the extent they should be. 

But it is rare indeed to see a display of electric bells 
or annunciators in any electrical store. The one time 
foundation stone of the industry has been discarded. The 
jobber’s salesman, casting about for some display idea 
for his contractor-dealer will find in them an idea that 
is almost “new” it is so old; a great attention arrester. 

The battery manufacturers have almost forgotten that 
their products can be used for electric call and alarm 
bells. 


Everyone seems to take it for granted that the busi- 
ness is too trifling and this attitude has driven the busi 
ness outside of the electrical industry, very much to its 
detriment. 


The electric bell is a safeguard to life and property. 
Why treat it with contempt? 

If the manufacturers of bells, push buttons, annuncia- 
tors, wires, batteries and so forth would advertise their 
products consistently and back up a reasonable education 
al campaign along co-operative lines the business could 
be regained and stimulated to a profitable degree. 

The jobber’s salesman can help if he will not simply 
travel the line of least resistance. If he will only sec 
that the business is worthwhile he can help immensely. 

When a fire alarm system is installed in a building it 
generally involves considerable electric light work for 
the red lights on the entrances and exits to the stairs 
This is extra business for the contractor and the poin' 
should be brought home to him at every opportunity. 


Railroads, schools and theatres use bells in quantit) 
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Unoceupied houses in summer or 
winter colonies should be equipped 
with burglar alarms to frighten away 
intruders. 

Every working place should have 
fire alarm bells. 

For years past, a large volume of 
signaling business has been done in 
the United States with a small per- 
centage going through the jobber. 
In the opinion of one manufacturer 
this is because in the past he has 
not had specialists trained in this 
particular field. This situation was 
studied by manufacturers of such 
devices, resulting in direct selling 
which has not proven satisfactory. 

In order to place the specialist 
and the jobber salesman generally 
in a position to merchandise this 
equipment along the line of the 
least resistance, the most essential 
ammunition to be placed in their 
hands is simplified and condensed 
catalogs and price lists, showing 
condensed engineering data that the 
prospect would logically request. 
This is a job that is up to the man- 
ufacturer. Some are doing it well 
and their literature should be studied by the job- 
ber’s salesman until he has grasped it and can intelli- 
gently pass the practical information along to his trade. 

There is a wonderful business to be developed by the 
jobber in large bells. There are only a few who have 
realized this in the past, but these few jobbers have sold 
great quantities of large bells, such as transformer types, 
and 110 volt D.C. or A.C. weatherproof bells. 

One cause that has held back this class of business has 
been that the jobber’s salesman did not know anything 
about the larger bells, or rather he thought he didn’t 
know, therefore the jobber not having any calls for them 
did not stock them. But there is nothing to be afraid of 
and it is not necessary that he should be an engineer to 
sell the proper type of bell for a job. 

In the belief of one manufacturer, the jobber’s sales- 
man is just a little bit afraid that he doesn’t know enough 
about bells, or rather the proper voltages of bells, to 
sell them. 

A great many cities have passed laws requiring a 6 in. 
or larger bell to be installed on every floor of a building, 
and within 60 to 75 ft. of every room in a hotel, so that 
in event a fire should break out, everyone in the building 
could hear a bell. In a great many cases, an order for 








one building alone, will mean 20 to 30 bells and at the 
price of the 110-volt type, 20 bells will make a fairly 
nice order. 

With reference to the iron box bells for door bells, it 
has been found that the jobber’s salesman who carries 
a sample with him and shows it to the customer, will 
ordinarily sell a great many more bells than if the sample 
is not carried. The average jobber’s salesman thinks that 
a bell is a bell, but if he will only carry a bell with him 
and show that sample to his prospects, it has a psycho- 
logical effect on that salesman and in the majority of the 
cases not only brings forth an order for bells, but gets 
the salesman really interested in the line, and very soon 
he is sampling other bells and soon gets to be more or 
less of a bell and signal “expert’’ to his trade. 

One large jobber stated to us, relative to the possibility 
of selling more signaling systems, that this very item 
had given him some concern. With the many new labor- 
saving devices placed.upon the market at all times and 
with the amount of time lost through unnecessary run- 
ning around a factory or office building, it had often 
occurred to him that signal systems should receive much 
more consideration. 

So far as residences are con- 


(Turn to page 44) 
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FOURTH ANNUAL 


Summer Sales Prize Contest 


A Co-operative Movement Initiated by THE JOBBER’S SALESMAN to In- 
crease Sales During the Months of July and August, 1928 





Open to Salesmen of Electrical Jobbers Whose Names Have Been 
Duly Entered for This Contest by Their Sales Manager 
or an Officer of the Company 





CONDITIONS OF THE CONTEST 


(1) The contest will be run for two months—July 


and August, 1928—virtually two contests. 


(2) The manufacturers whose products will be eli- 
gible in the prize contest for July will be those who list 
their products in a special “Contest” insert in THe Jos- 
BER’s SALESMAN for July. Those eligible for the August 
part of the contest will be those listing their products 
in a similar insert in the August issue. 

(3) Tue Jopser’s Satesman will give cash prizes 
of $25 each for the highest sales made of the products of 
all manufacturers eligible during the month of July, and 
a like amount for each and all manufacturers eligible 
in August. In other words, one $25 prize per manufac- 
turer each month, going to the salesman anywhere in the 
country making the highest record (not to the high man 
in each jobber’s organization). 

(4) The July part of the contest will begin on July 
1 and end July 81; the August part will begin August 1 


and end August 31. 

(5) Records for the salesmen competing in each of 
the eligible lines (total sales for the month at JOB- 
BER’S BILLED PRICE TO THE CUSTOMER) 
must be signed and submitted by the sales manager or 
an officer of the company to reach the offices of Tue 
JopBer’s SALESMAN by noon August 20 for the July 
part of the contest and by noon September 20 for 
the August part of the contest. Special score cards for 
the purpose will be provided later. 


(6) In the event of a tie in reported sales, on the part 
of two or more salesmen, for the products of any manufac- 
turer in either half of the contest, the full amount of 
$25.00 will be paid to each tying contestant. 


(7) On or before June 80 and on or before July 31, 
each salesman will receive a list of the manufacturers 
that are eligible for prizes during the July and August 
periods of the contest, respectively. 





GENERAL 


Co-operative effort between the manufacturers using 
the inserts, the jobber’s salesmen making special sales 
effort on the products of those manufacturers and THE 
Jopper’s SALESMAN in contributing the prize money, may 
confidently be expected to combat to a very considerable 
extent, as it has in the past, the tendency toward slack 
sales during the hardest two summer months. 

An announcement cf this contest has been made by 
letter to the sales managers of all the electrical jobbers. 


Entries of salesmen by sales managers are coming in at a 


rapid rate. 


In case any sales manager has neglected to fill in and 
If the 
blank has been mislaid, a request should immediately be 


mail the entry blank it should be done at once. 


made for another and this detail taken care of, for no 
prizes will be awarded to salesmen whose names have not 
been formally entered. More complete details will be 
mailed later to each salesman entered. The main thing 
now is to be properly entered. Salesmen, speak to your 
sales manager and see if he has entered your name. 
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Adventures of Hard Luck Sam 


Frankenstein 
By COIT A. SMITH 


Dear Phil: 
KNOW how you was brought up and never took no 
I interest in history anyhow and if you did ever hear 

of this here now Frankinstein, you most likely 
thought he was a big cloak-and-suit man. So I'll give 
you the low-down on him and you won't be behind all 
through the story. 

It seems once upon a time there was a nut inventor. 
Kither he had fell out of his high-chair on his head or 
his mother had been scared by an alarm clock, as he 
had a mania for machinery—always rigging up some- 
thing to do away with work. 

Well, he got fed up on 
building automatic scaffolds 
and self-making beds because 
they was too tame and the 
margin of profit was not 
enough to support him in the 
style which his girl friends 
was accustomed to. 

So what does he do but buy 
a used wax figure from a 
window dresser and after 
nine years work with a bur- 
glar’s kit and a pulmotor he 
actually built him a man! 

No kidding, Phil, this bird \ 
turned out a genius homo that 
percolated around the same 
as you and me. Of course, 
the dummy’s hide was pretty 
tough and his face would 
scare a goat away from a gar- 
bage can, but he was a living, 
breathing man just the same. 

The hard part was the 
brains. The first set was a total flop account of the only 
stiff the inventor could buy from the morgue at that time 
was a yokel that tried to beat the Century to a crossing. 
Of course with them brains, Frankinstein just walked 
mole-blind here and there, butting his head against open 
doors and falling into cisterns till the boss gave up and 
put him back on the operating table. 

The second set of brains was from a traveling man 
and only made matters worse. All Frankie would 
do was follow and grab every blonde he passed and 
when they locked him in the house he took a pencil and 
covered the walls with telephone numbers. 

The third set of brains was from a ham-and-egg 
wrestler who dreamed he had a headlock on Strangler 
Lewis and choked himself to death. The inventor was 
seared at first but he found out Frankie wouldn’t touch 
nobody until he told him to, so he decided to keep him 
that way as a body-guard and companion-in-crime. 

This worked fine in them rough times when the cops 
never bothered about anybody that disappeared—they had 
a snootful watching them that were left. So any time the 








<i 
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———— 


I Saw Gaston Unchain a Haymaker 


inventor got caught rolling loaded dice or pulling an ace 
out of his sleeve, all he did was holler for his ape-man and 
Frankie would squeeze the enemy like a lemon and chuck 
him into the Phosphorous. 

Everything would have been jake only for one thing. 
Frankinstein’s eyes was taken from a baseball umpire 
and he couldn’t see good. Well, one morning his master 
had a run-in with the janitor about heat and finally they 
tangled. Of course Frankie dashed in to strangle the 
janitor. 

Maybe it was poetic justice; but it was a tough break. 
Frankie just picked the body to pieces and threw it up 
for grabs, but when the cor- 
oner got the puzzle assembled 
it was the inventor! 

Now, the reason I told you 
this is because I just been 
through the same experience, 
only I didn’t get torn limb 
from limb—not quite. 

I didn’t build me no man, 
Phil, but I built a character 
in a man and made a go- 
rilla out of him and he sure 
turned on me and destroyed 
me like you would mash a 
poor cockroach. 

You see, Judge, it was this 
- way. Right after I was made 
J sales manager here at the 
South Shore Supply Co., I 
hired another of those kid 
salesman name of Gaston 
that was full of promise. I 
knew I could make a star out 
of him with a little nursing. 
He had one of the finest selling personalities I 
He could sell Mae Murray a pet skunk and 





Hix 


ever seen. 
get her to take it with her, but he didn’t know it. Didn't 
have the nerve of a rabbit with customers. He was a 


great big, fine-looking clean-cut kid, too, with that what- 
ever-it-is in his eyes that makes you say to yourself: 
“T’ll give this boy an order if I go broke for it!” 

But he would walk his post past a customer’s store 
half a dozen times before he went in and then, if the 
guy said he didn’t need anything, why Gaston would 
apologize for living and stagger out the door in a daze 
and his day would be ruined. 

I knew he had the stuff and, to make a long story short, 
I spent two months feeding this baby raw meat and teas- 
ing him through the bars till he would paw sawdust all 
over the cage and you could hear him roar a mile away. 
And boy, when I got through he would make Richard-the- 
Lion-Hearted look like a bum. If he asked you what 
time is it, you would throw him your watch and start 
running. 


Then the fun began. First, when I would meet his 
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customers on the street and ask ‘em how was Gaston 
taking care of ‘em, they would get an uneasy look on their 
face and have to hurry away to the bank or somewhere. 
Then I began to get those gentle S. O. S. hints for me to 
call off my wildcat, meaning Gaston. One bird said he 
only gave the kid an order because he looked like he 
would leap at him if he didn’t. Suffering Cats! I had 
made him too tough! 

A nice mess of murder I had cooked up! And all my 
own fault, too. It ain’t often I hang out the white flag, 
but this was so serious I crawled in the Old Man’s lap 
with it. After razzing me to a whisper, he thunk it over 
and says: ““There’s only one way out, Sam. You gotta 
frame this bozo and take some of the starch out of him.” 
“Tell me more,” I begs hopefully. ‘Well,’ says the 
Old Man, “who’s your toughest customer? Who's the 
“fightenest’ man on your list?” 

I began to see light. “I got a bird out on the, Rock 
Road,” I says, “that nobody can sell but me—Big Red 
Gallagher. \He was in the Navy and he’s buried four 
wives. He shaves with a butcher’s cleaver and when he 
walks through the Gas House district all the hoodlums 
run bow-legged for home.” 

“That’s enough,” says the Old Man, “I only want him 
to talk rough, he mustn’t hurt the boy. You tip off Gal- 
lagher to treat Gaston like a step-child, then you send 
the kid out to call on him. Tell Gallagher the more he 
tames him down the more discount you'll give him on his 
next order.” 

Well, I did it. I cried on Gallagher’s chest and he said 
he’d do it out of friendship for me. Banana oil! He 
was only too glad of a chance to throw the hooks into a 
rookie and keep his vocabulary in shape. 

The next thing I did was tell Gaston to go out to 
Gallagher’s and not come back without some kind of an 
order. I told him it would be easy as Red was a nice 
kindly sort who wouldn’t turn nobody away. But I 
says he would argue on price and I wanted Gaston to 








practice on him. 

While the kid was getting ready I slips out and burns 
up the road and parks in the next block to Gallagher's 
place. Then I sneaks in the back of his shop and by 
climbing on a box I could peek over the transom and stil! 
be ready for a getaway if Gaston should follow Gallagher 
into the shop. 

Well, Gallagher was sitting at his desk figuring when 
Gaston came in. Big Red never even looked up and when 
the kid laid his card down, it was on the floor in bits 
before he ‘got his hand away. Gaston gulps and starts 
all over again. “I think I’ve got something here you'll 
want, Mr. Gallagher—” “Don’t tell me nothing!” snarls 
Gallagher, still looking down, “I know what I want— 
all the time.” 

I could see the kid was fussed, but his crust won out. 
He just laughed, pulled up a chair, laid his hat on Gal- 
lagher’s desk and started to speak again. Moly Hoses! 
Big Red takes the hat and sails it out the front door! 
The kid’s eyes followed it, rolling in the dirt. Then he 
looked back at Gallagher and I thought he was tamed. 
Oh, how wrong I was! Like chain lightning he smacked 
Big Red across the face with his open hand— it sounded 
like the crack of a Winchester. 

I jumped off the box to part them as Gallagher leaped 
to his feet with a roar like a bull. Just as I opened the 
door I saw Gaston unchain a haymaker that caught Gal- 
lagher on the jaw and knocked him right at my feet, 
clucking like a hen. Then Gaston saw me and likewise 
the whole plot all in a second. 

He let out a screech like a hyena and came for my 
chin. I tried to get up my dukes and they wouldn't 
move. I saw his fist just before it landed and it looked 
like a sack of potatoes. Over I goes on top of Gallagher’s 
remains and Big Red just winds one arm around me 
before I could scramble up. Then he starts telling me 
what I was and what all my ancestors was and what he 
was going to make out of me. (Turn to Page 56) 








Monday, June 4, will be given up to meetings of the execu- 
tive committee. June 5, the merchandise committees will 
hold meetings throughout the day, also the executive com- 
mittee will meet again. Wednesday, June 6, is the opening 
session for members, the Atlantic and Central Divisions 
meeting separately in the afternoon. Thursday, June 7, 
members’ meeting will be held in the forenoon, recreation 


Electrical Supply Jobbers Association 


Twentieth Annual Convention 


Hot Springs, Va., June 4 to 8 


Program in charge of—J. G. Johannesen, General Electric Supply Corp., New York, John A. Duncan, Illinois Electric 
Co., Chicago, and W. E. Robertson, Robertson-Cataract Electric Co., Buffalo. 








in the afternoon. Thursday evening an open meeting will 
be held at the Casino to which all are invited. There will 
be good speakers, to be announced later. Every evening 
there will be dancing, and this year a competent committee 
is providing for suitable entertainment for the ladies 
throughout the convention period, an innovation that will 
meet with universal approval. 
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Getting Down to Brass Tacks 


A Few Thoughts for the Boys 
Just Starting on the Road 


By E. T. ROWLAND 
Local Sales Manager, Southern New England Electric Co., Hartford, Conn. 


XIII. 


ONE OF THE many lines sold by the electrical 
N supply jobber can compare with incandescent 


lamps for bringing in unsolicited repeat orders 
throughout the year. Here is the one line, with the excep- 
tion of the so-called independent brands, from which the 
bugaboo of price competition is eliminated. All jobbers 
start from scratch. Personality and service win out, giving 
a real opportunity for creative salesmanship. The order 
taker and the man who can only sell on price will never 
succeed in this field. Furthermore it is a line that runs 
into volume and may amount to as high as 15% or 20% 
of a salesman’s total business. Hence it is most impor- 
tant that the salesman have a definite working plan for 
building up his incandescent lamp business. 

To make certain that this important line receives 
proper attention, the 
jobber’s salesman can 
well set for himself a 
bogey of at least one 
or two lamp calls ev- 
ery day, these calls to 
include both present 
and prospective cus- 
tomers, both agents 
and consumers. These 
calls to be most effec- 
tive cannot be at ran- 
dom but should be 
carefully mapped out 
in advance so that the 
entire field of lamp ac- 
tivities will be covered 
within a reasonable 
period. 

Lamp agents pro- 
vide the salesman with 
two major problems. 
First of all he must 
hold his present agents 
and assist them in 
stimulating their sales. 
additional agency outlets. 

It is obviously more profitable to secure $600 additional 
lamp business, for instance, by helping a $600 agent to 
reach a $1200 basis than by signing a new $600 agent. 
It costs the house less to service one $1200 agent than 
two $600 agents and it requires less time and effort on 
the part of the salesman to properly follow the one larger 
iccount. It also is self evident that if a salesman has 
helped his lamp agents to materially increase their sales 
these agents will give no consideration to the overtures 
f competitive salesmen when it comes time to renew their 


Second he must reach out for 


















DEVELOPING LAMP AGENCY BUSINESS 


contracts. They will unhesitatingly renew with the sales- 
man who has helped them make money. 

Stimulating Present Agents. 

So we come to the first problem: How can the job- 
ber’s salesman stimulate the sales of his present lamp 
agents? The agents’ sales are usually made either over 
the counter, by phone or by outside solicitation of large 
consumers who purchase under contract. 

Store sales depend almost entirely upon the alertness 
and intelligence of the clerks and upon the extent, charac- 
ter and location of the displays of lamps both in the 
store and in the show window. Have the clerks sufficient 
knowledge of lamps so that they can recommend the size 
and style of lamp best adapted to the needs of each pur- 
chaser? Do they understand the advantages of the inside 
frosted lamp? Have 
they sufficient self-con- 
fidence in their knowl- 
edge of lamps so that 
they really enjoy sell- 
ing the line and will 
push it at every op- 


It is obviously 
more profitable to 
secure $600 addi- 
tional lamp business 
by helping a $600 


_— as reach _ portunity? Do they 
pose wl “< a $600 try to sell lamps by 
agent. It costs the the box, instead of 


house less to service 
him and requires less 
time and effort on 


the salesman’s part. 


singly so that the cus- 
tomer will have spare 
lamps on hand? Do 
they push the sale of 
the more expensive 
tinted and_ colored 
lamps for decorative 
use? Not until the 
salesman can honestly 
answer each of these 
questions in the affirm- 
ative for each of his 
lamp agents’ clerks 
has he realized the full 
possibilities of his re- 


$1200 Basis 





$600 Basis 


tail outlets. 

Proper display has everything to do with the sale of 
lamps. Undoubtedly the one reason for the success of 
hardware, department and chain stores, as a class, in mer- 
chandising incandescent lamps is that prominent and at- 
tractive displays are maintained at all times. There 
have been many instances where a store’s lamp sales have 
been increased several hundred per cent by improving 
the location and character of the display of the merchan- 
dise itself. And when it is considered that the chain 
stores, especially, pay relatively low salaries and as a re- 
sult do not have overly capable sales people, it would in- 
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dicate that proper displays will do even more to increase 
retail lamp sales than alert and well informed clerks. 
So important is this matter of display that several of the 
lamp manufacturers have brought out racks and tables 
designed especially for the. attractive display of lamps 
within a minimum of space. 

Window displays are fully as important as store dis- 
plays. Persuade an agent to devote his entire window 
to the display of lamps for one week and the increase 
in his lamp sales for that period will be surprising. Of 
course it would be unreasonable to expect any agent to 
devote an entire window to incandescent lamps all the 
time, but he can always arrange to have a small lamp 
display in some part of his window, devoting an entire 
window to lamps perhaps one week out of each month. 

So much for a brief discussion of the agent’s over the 
counter sales. His sales to large consumers buying under 
contract will be taken up in the next chapter. In addi- 
tion there is a large amount of small consumer business 
which will not come in unsolicited. Remember that lamps 
and fuses are the only two large repeat items that are 
sold after the wiring job is completed. Lamps are often 





ordered by telephone. The agent who keeps his nam: 
in front of his prospective customers is the one who wil! 
receive most of these telephone orders. He can accom 
plish this in many ways, by personally asking people for 
their lamp business, by local newspaper advertising, and 
by enclosing blotters and other direct mail literatur: 
available from the manufacturer with his letters, state 
ments and packages. 

Every new building that is erected and every old build 
ing that is remodeled is a prospect for a sizable lamp 
order. The live agent goes out after this business instead 
of taking a chance that it will come in to him unsolicited. 

It is suggested that the jobber’s salesman carry with 
him the following outline of the necessary qualifications 
of a successful lamp agent, perhaps adding to it from his 
own experience. Then he can refer to this list each time 
before he calls on an agent, select one or more points on 
which this particular agent is weak and enter his: store 
with definite plans for helping him to increase his lamp 
sales. This method is perhaps slow, but over a period of 
time all points will be covered and the result will be a live 
agent whose sales activities are (Turn to Page 48 




















EO I. KITZIGER, or Kitz, as he is familiarly known through- 
out a very sizable portion of the South, has been for many 
years with the Interstate Electric Co. of New Orleans. He has 
sent in this photograph of a scene at the fourth annual ball of 
the “Commercial Club” of the New Orleans Public Service, Inc. 
This ball is sponsored by 94 employes of the gas and electric 
(new business) department. The “Commercial Club” selects the 
“king” and the “queen” is chosen by the women’s committee of 
the N. E. L. A. and the Southwestern Gas Association. The 
ball is given with all the splendor and elaborateness of the older 





carnival organizations and formal dress is required. Admission 
is by invitation only, of which 2000 are sent out. Everything 
is gratis, and no charge for the “hat box.” In the back row, 
left to right, are Almyra Damenhauer, Dolores Will, Philo Tobin, 
Lillian Taylor (Queen), Dorothy Bradshaw, Marie Baker and 
Aimee Legendre. In the front row are Catherine Di Lorenzo, 
Elizabeth Bopp, Pages Helen Barnes and Elizabeth Bell, Grace 
Trenting and Claire Puneky. Joseph J. Gruner (King Nopsi) 
and his various dukes are not shown here. The king is said 
to be a regular fellow engaged in selling appliances. 
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Look For the 
Brass Bottom 





Golden Pots 


Men With a Mixture of Good Qualities and Bad Qual- 
ities Are so Termed by the Natives of Hindustan 


By DR. FRANK CRANE 


Century; the other, a country doctor of 

of the Nineteenth. In the contrast of 
their characters you have the two main divisions 
of the Golden Pots. 


Te men. One a king of the Sixteenth 


humanity, he was most unpleasant to those 
around him. He was grouchy to everyone, and 
visitors described him as “a sarcastic, spiteful 
little German ogre.” 


ry ° ° 
There is a saying 





The king was Charles 
V. During his reign, 
historians estimate that 
more than fifty thou- 
sand persons were put 
to death in the Nether- 
lands because their re- 
ligious beliefs were not 
the same as those of the 
ruler. He was the au- 
thor of a series of laws 
to the effect that who- 
soever should be proved 
a “heretic” should be 
either buried alive, 
burned alive, or be- 
headed. Yet this king, 
whose public conduct 
was so cruel and tyran- 
nical, in private life 
was the kindest of men. 
Buckle says of him: 
“He was so kind a 
friend that those who 
knew him best loved 
him most. 








among the natives of 
Hindustan that a man 
who is a mixture of 
good qualities and bad 
qualities is a “golden 
pot with a brass bot- 
tom.’’ Some men make 
discoveries that benefit 
the world, like Koch; 
write books that bring 
reforms, like Rous- 
seau; compose music 
that stirs the best in 
mankind, like Beetho- 
ven; and yet in private 
life are unpleasant and 


unkind. That is the 
brass bottom to their 
golden pot. 


The other class is 
kind-hearted, thought- 
ful and pleasant to 
those around them. 
They are loved by all 
who know them. But 
they either are inactive 
or inimical in the mat- 








The country doctor 
was Robert Koch. He 
spent his life investigating, combating and 
overcoming deadly diseases that menaced the 
human race. He risked his life that humanity 
might benefit and he is one of the men to whom 
it owes most. Yet while he was kindest to 


ter of public welfare. 

To one, “Society is his glittering bride and 

airy hopes his children” to the neglect of his 

own family. To the other those around are 

treated well—to the neglect of any attempt to 
make this a better world to live in. 


Copyright, 1928, by Dr. Frank Crane 








An Interesting Article by Dr. Crane Appears 
in Every Issue of The Jobber’s Salesman 
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MEN YOU SHOULD KNOW 


J. A. Duncan 


Iowa, near the little town of Bethlehem which is 

near the slightly larger town of Corydon all of 
which is in Wayne county, giving you some idea of the 
difficulty there would be in locating his birthplace on the 
map. That, however, is immaterial for by the time you 
had discovered it we would be in South Dakota, Indiana, 
and a few other places, for in 


J ee DUNCAN was born on a farm in southern 


Vice-president 
Illinois Electric Co. 


and was made an M. S. E. under General Greeley at 
Washington, D. C. His unit was assigned as staff corps 
to General Fitzhugh Lee at Jacksonville, Fla. 

An interesting incident of this period in his life may 
be recorded here. General Harbord of R. C. A. was in 
Chicago not so long ago. He and Duncan got together 
for a little shooting—of golf. While searching for a 

lost ball or some such trouble, 





those early days young Dun- 
can and his family certainly 
did migrate. 

It was in the early nineties 
that the Duncans moved into 
South Dakota, secured a string 
of cattle and settled down to 
ranching. Here it was that 
“Red” developed his hunting 
instincts which even now take 
him into the wide open spaces, 
at least once a year, or the 
year is not a success. 

On the prairie where Ar- 
mour, S. D., is now located, 
many a duck closed its eyes, 
folded its wings and took a 
nose dive calling it a day when 
Duncan’s gun sighted him. Of 
course, life did not consist al- 
together of hunting parties. 
There was the early morning 
three-mile ride for this kid on 
a pony, racing with a cow- 
puncher to the little old 
school house at the cross roads, 
and the race back at night, 


ness. 





Farmer—Soldier 
—Business Man 


fx, XPERIENCE is, after all, 
the “Great Educator,” and 
John Duncan has crowded into 
his life that variety of experi- 
ence which has given him a keen 
insight into both men and busi- 


Like many of the men whose 
stories have been related here, 
success came to him after years 
of hard work, studious effort, 
and honesty of purpose. 
behind it all, when the oppor- 
tunity arose, there existed in a 
substantial fashion that back- 
ground of knowledge without 
which progress cannot be made. 


they found themselves discuss- 
ing the war of ’98, and it de- 
veloped that while General 
Harbord was a major in 
charge of Torrey’s Rough Rid- 
ers, John had equipped his 
tent with war department 
wires. Details are lacking as 
to what effect this revelation 
had on the nineteenth hole— 
but if they didn’t they should 
have, which, of course, has 
nothing to do with the story. 

It might be added that even 
during the war John could 
not quite get his mind off the 
soaring ducks in South Dakota. 
His salesmanship was so good, 
even at that period, he secured 
a month’s furlough to dash 
back to the West and reduce 
the duck population to a con- 
siderable extent—now there is 
a hobby! 

After his discharge from the 
army, he went back to Ft. 
Wayne to become superintend- 


And, 








together with the many chores 
of ranch life which are responsible, in no small way, for 
Mr. Duncan’s present physique. 

But time flies, and the west was left behind a few 
years later for a trip back to the original homestead 
in Crawfordsville, Ind. Here John completed his grade 
and high school work and finished with special course 
work at Wabash College. 

Then, in 1896 came the first business move. He se- 
cured a position under Frank B. Cook with the Central 
Union Telephone Co., at Indianapolis. Quick to see 
the opportunities in the independent telephone field, he 
swung over to construction work, installing the Western 
Telephone Construction Company’s plants, at Danville, 
Ill., Lafayette, Crawfordsville, Columbus, and Ft. Wayne, 
Ind. 

His work at Ft. Wayne put him in touch with the 
Ft. Wayne Electric Works, and, as a consequence, he 
spent several years with that company on small power 
plants and installing the old Wood are apparatus under 
W. W. Wood. 


Then came the Spanish-American War. John enlisted 


ent of equipment with the 
Home Telegraph & Telephone Co. He remained with 
this concern from 1899 to 1905, after which period he 
went to Iowa as superintendent of the Sioux City Tele- 
phone Co., thereby entering the automatic telephone field. 
Two years later he resigned to become associated with 
W. J. Stadelman of Grand Island, Neb., promoting and 
building automatic telephone plants. About this time, 
however, he started to give consideration to the selling 
game, if it is a game. He was keen enough to realize 
that his knowledge of engineering and construction would 
prove useful in sales work. His consideration on this 
subject was well-timed for the panic of 1907 dropped 
the bottom out of the independent telephone construction 
business so he cast his lot with the selling end of business. 
‘He was offered a position with the Automatic Electric 
Co., Chicago, by C. L. Fisher who was sales manager at 
that time. However, it meant traveling in foreign coun- 
tries, which idea did not appeal to Duncan, although 
one is inclined to suspect that the hunting attraction: 
of the West had a great deal to do with his refusal. 
Now we are getting along to (Turn to Page 5/ 
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J. A. Duncan 


Vice-president, Illinois Electric Co., Chicago 
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U. S. A. Air Corps mooring tower located 
at Scott Field, nine miles from Belleville, IIL, 
and thirty-two miles from St. Louis. This 
tower is very unique and is the first one of its 
kind built in the United States. It is anchored 
solid to a concrete foundation. The general 
construction is of sheet steel and an angle iron 
frame having a total height of approximately 
168 ft. from ground to tip. The tower is so 
designed that it is in perfect balance. A 
demonstration of this balance can best be had 
by standing on the observation platform which 
is 155 ft. above ground level. An individual 
on the platform can cause the tower to move 
backwards and forwards which afterwards 
develops to a rotating movement, and while in 
this condition it moves from 3 to 4 ins. This 
construction was adapted to counteract the 
wind pressure and pull of the dirigible. The 
tower has installed in it one Warner geared, 
two-speed alternating current switch controlled 
elevator, manufactured and installed complete 
by The Warner Elevator Mfg. Co., of Cincin- 
natti. 


’ 


“It’s a tough life,” wails little Jack Gilmore, 
“when a fellow wants to call up his best girl 
and has to use an instrument this size. I’m 
going to organize a movement to have the 
telephone company install small telephones for 
big babies, I think it will fill a ‘crying’ need.”— 
Underwood. 





E. S. Pridham, co-inventor of the “Magnavox” and the anti-noise trans- 
mitter, demonstrating the airplane anti-noise telephone. With this desk- 
stand equipment, it is said, it is possible to telephone without annoyance 
from outside noises, even in a boiler shop or alongside the open exhaust of 
a gas engine-—Underwood. 
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Silently, Steadily 


X-Ray show window lighting, prime 
mover of merchandise, rouses the glances 
of passing throngs. Night and day 
X-Ray Reflectors repeat the reminder to 
come into the store and buy. 

Every retailer will talk to you about his 
sales problems. And he has many these 
days. He knows he needs more insistent 
selling through his windows,—the pre- 
cious points of contact. 

You can easily show him that a mod- 
ern, high-intensity X-Ray lighting system 
will make a big difference in profits. 


New York Office 
31 West 46th Street 


Curtis Lighting,Inc. 


1119 W. Jackson Blvd. 
Chicago, U. S. A. 


“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 


Emptying Shelves 


You know the formula for emptying 
his shelves and he wants to hear it. 


The Curtis resident engineer nearest 
you will help you make the sales. Con- 
sult him often. 


At any time you may draw upon the 
constantly developing experience of the 
Chicago engineering staff of Curtis Light- 
ing, Inc., the world’s largest concern in 
the field of illumination. 


Sales helps are also willingly provided. 
Write for them. 


Resident Engineers 
In All Principal Cities 




























20 THE JOBBER’S[J}SALESMAN 


“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 


Odfr 


Meter Service Devices 
+ 


| V, 














i 


Z 





| a 
“Here is what 
you need for that job!”’ 


Give a copy of Catalog No. 56 to your salesmen or arrange the Switch and 30 Ampere. Service 
Fuse sections of your own catalog with the same completeness, and you'll find Fatrance and, facili: 


that they can cover their territories with greater speed and increased volume <ircuits. 


UNIVERSAL 





of sales. 

The Noark Meter Service System 
includes devices that meet all central station practices in switching, fusing, 
grounding and sealing. 
Made by the organization which pioneered the idea and developed Standard- 
ized Meter Service protection. 


Catalog No. 56 upon request 


— CoLT’s PATENT FIRE ARMS Mrec. Co. 
30-60-100 ampere ELECTRICAL DIVISION 


capacity. Load side 
fuses accessible, rin HARTFORD, Connecticut, U.S. A. q@ 


NEW YORK - BOSTON - PHILADELPHIA - PITTSBURGH - CHICAGO « SAN FRANCISCO 1 33-S-43 





capacity. All 8 
sealed. 
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A MARVELOUS FEAT— 


EXECUTED BY THOSE TRIPLETS: 
CONCENTRATION -- COOPERATION -- FUSE PERFORMANCE 


Fulton Electric cleaned out all makes of fuses and concentrated on TRICO. With the 
machinery of cooperation and ability to prove superior fuse performance, in SIX months—well, 
read what they say! 


Jobbers’ Salesmen find, too, that TRICO sales open the way to new accounts with industrials. 
Pleasant experiences and profits besides! 


Write TODAY for Folder 206-B which 
describes TRICO RENEWABLES 
and policy. 


Trico Fuse Mfg. Co. 


MILW AUKEE 
TRICO 
RENEWABLE 
FUSES 


“KANTARK” 
NON- 
RENEWABLE 
FUSES 


TRICO , “CLEAR-TOP” 


FUSE 
PULLERS PLUG FUSES 


BETTER QUALITY — MORE SALES — SATISFACTORY PROFIT 
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A 


wonderful 
new 


Standard 


A beautifully proportioned 
electric range compactly de- 
signed for restricted space. 
Standard No. 360. Circular 
with complete specifications 
sent on request. 
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STANDARD has a definite policy 





of distributing through authorized electrical jobbers 


r 





Certain underlying principles form the basis of manufacturing and sell- 
ing Standard Electric Ranges. Honesty of manufacture— “Standard 
quality is never questioned”. Constant improvement of design—the 
range illustrated isan example. And a policy of merchandising through 
authorized electrical distributors, as the logical outlet for this type of 
electrical equipment which is fast coming to be regarded as one of the 
most practical of household necessities. Jobbers’ salesmen can rely upon 
Standard’s spirit of helpful cooperation in developing increased profitable 
business for all concerned with distributing Standard Electric Ranges. 


Copy of the complete Standard catalogue, bulletin on the new 
Standard No. 360 illustrated above, and full details of Stan- 
dard representation sent on request 


THE STANDARD ELECTRIC STOVE COMPANY, TOLEDO, OHIO 






TRIC 


“Standard quality is never questioned”’ 






evi 
fir; 
C 

is | 
an 
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Construction of the R-100, the largest lighter-than-air craft 
ever designed, is rapidly nearing completion in England and its 
first trip to this country under the direction of Commander 
C. D. Burney, will be made soon, The shell is finished and work 
is under way on the interior and the installation of the gas bags 
and motors. Soon the outer covering will be put in place. The 
ship will carry 100 passengers and a crew of 40. It will be 709 
feet long and 133 feet wide. The six Rolls Royce motors of 700 
H. P. each will furnish a speed of 80 miles an hour. The cruis- 








ing radius will be between 4,000 and 5,000 miles. The bags 
will be inflated with hydrogen or helium. Cooking, heating 
and lighting will be done by electricity. Passengers will be 
carried across the Atlantic in 48 hours at a cost about the same 
as the fare on the large liners. The R-100 cost $2,250,000 to 
build. 

The top view is from a drawing of the R-100; middle view 
shows the completed grand: salon; bottom, the promenade deck 
and observation platform above it—Underwood. 
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The hundreth anniversary of 
the birth of Henrik Ibsen was 
given a fitting celebration at 
the Goodman Theater, Chicago, 
by the first “professional” pres- 
entation in America of this 
master dramatist’s “The Vi- 
kings”, one of his most difficult 
and impressive works. In ad- 
dition the production took on 
added significance by introduc- 
ing for the first time in con- 
nection with a full length play 
a “light motif” through the 
use of Thomas Wilfred’s color 
organ operated by its inventor. 
In place of an orchestra em- 
bellishing the moods with music, 
Wilfred sat in the orchestra 
pit alone and_ painted the 
moods and tempo of the play 
on the background of sky and 
sea, painting both with a mys- 
terious and highly effective 
moving panorama of color 
which changed in hue and in- 
tensity according as the pas- 
sions of the characters rose 
and fell. Color takes the place 
of music and reaches a superb 
and hitherto unequaled effect.— 
Underwood. 














Health and beauty are supposed to be derived from 
certain rays in sunlight. These rays can also be dupli- 
cated artificially by special lamps. The picture at the 
left shows a group of members of a well known women’s 
athletic club soaking up healthful sun rays, while above 
another prefers to take hers under the artificial light 
sources.— Underwood. 
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Market for Electrical Supplies 


Compiled Monthly From Reports Made to THE JOBBER’S SALESMAN, by 
Jobbers, on Market and Price Conditions for 22 Key Products 





IN THE INDUSTRY.” 
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Reasoning and 
Judgment 


O nn a number of years ago, a chap 


name Socrates was put on trial for 

corrupting the youth of Athens. De- 
spite his being a brilliant scholar and one of 
the world’s greatest philosophers he pulled 
three beautiful “boners.” He insisted on 
presenting his own case, without experience 
at the bar. He depended on his ability to 
reason without sufficient thought on just 
what he was going to say, and he spoke when 
time did not permit his covering the argu- 
ments of his competitors—his accusers. The 
result was that he was found guilty and as- 
signed to the disagreeable task of drinking a 
cup of deadly hemlock. It might be added, 
in passing, that being a good sort, he toasted 
his life away with a few friends gathered 
around him. 


Few salesmen, in fact few men, are philos- 
ophers, but the successful type of salesman: 
shows a great deal more reasoning and judg- 
ment than did old Socrates. 

There is neither exaggeration, nor mis- 
statements in a modern sales talk—nothing to 
leave doubt in the prospect’s mind as to the 
point of view the salesman is taking. He 
presents his points in sound sequence, making 
each one of them seem reasonable. 

No time, however, is lost in indicating the 
benefits the prospect can secure from pur’ 
chasing the merchandise offered. By this 
means curiosity is aroused, as is a desire for 
further investigation. 

A good salesman frames his entire proposi- 
tion in such a manner as to make a favorable 
conclusion the only logical one at which to 
arrive. 

He constructs around his argument a net- 
work of unmistakable evidence to convince 
his listener that the material offered fully 
meets a need. 

Establishing a standard of value, his plan 
is to prove that his products completely 
measure up to that standard. 

Step by step in his argument an agreement 
is secured on essential points. And, when 


such an agreement cannot be arrived at, he 
correctly judges the reason for the objections 
and answers them accordingly. 

Throughout the entire sales talk, one 
thought is so balanced against another as to 
lead directly to the sales objective. And, 
the customer, having been mentally led by 
the hand, finally sells himself on the proposi- 
tion, and is quite satisfied in that fact. 

Sound reasoning and judgment—they are 
the factors which have carried many sales- 
men to success in their work. 


2.44 


Cash Discount to 
Determine Credit 


HERE has been a movement started by 
a group of Chicago jobbers which they 
expect will result in more favorable 
credit and collections in the radio dealer field. 

The thought was introduced by “old 
timers” in the electric jobbing industry who 
have seen it play no small part in determining 
credit risks. For years, manufacturers of 
outlet boxes, conduit, and “roughing-in” ma- 
terial have allowed a cash discount of five 
per cent 10 days, the idea being that if a 
contractor has a substantial business, oper’ 
ated on a business-like basis he could go to 
his bank and arrange to discount his bills, 
taking advantage of this allowance at every 
opportunity. 

The man who either overlooked this five 
per cent, or, on the other hand, found it im- 
possible to take it or secure the support of 
his bank, was not a sound credit risk. Of 
course, there were exceptions to the general 
conclusions drawn, but in the main, the plan 
worked out so well, that credit departments 
of electrical jobbing houses have placed a 
great deal of confidence in it. 

With the risks existing at the present time 
in the radio industry those jobbers who 
have a knowledge of the possibilities in the 
cash discount arrangement are bringing it to 
the attention of the radio industry just as 
forcibly as possible. They indicate an addi- 
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tional discount is not being requested, as 
their suggestion is that a slight increase be 
made to the list price to cover the five per 
cent allowance. Their entire attitude is “‘it 
works out splendidly in the electrical indus- 
try, so why not rely on it to solve a perplex- 
ing problem in the radio industry?” 

Most of the jobbers who sat in on the con- 
ference were in accord on the idea and it is 
their intention to place this idea before the 
Radio Manufacturers Association just as soon 
is possible. 


‘How I Landed 
The Order” 


ANY years ago—yes, we of THE 

Joppers SALESMAN can now say 

it, “many years’—we used to offer 
five dollars apiece for stories from jobbers’ 
salesmen on “How I Landed the Order.” 
We thoroughly expected at the time to be 
swamped with stories of this kind, for is 
there a salesman anywhere in the world who 
cannot relate them by the yard on how he 
took this or that order under circum- 
stances most distressing? Smoking rooms in 
sleeping cars were very largely designed to 
catch and amplify such stories. 

But for some reason we could never get 
them sent in to us in written form. Possibly 
it is because the salesmen of that day felt 
that they were incapable of writing. Cer- 
tainly it was not because they were too lazy, 
tor inherently as lazy as we all may be, there 
are not many of us who would hesitate about 
working 10 or 15 minutes for five dollars. 

True it is that some stories did come in 
at that time but mostly they were from half 
1 dozen fellows who had thus discovered 
the key to our cash box. One chap came 
through so often that we used all the names 
in the back of the dictionary giving him 
nom de plumes. But fortunately he ran 
out of stories about the time we ran out of 
names. At any rate, the thing seemed to 
kind of peter out, until Maschauer of 










‘ 
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Doubleday-Hill Electric Co., revived it in 
the February issue. 

What we are getting at is that the five 
dollar offer still stands good. If any of you 
fellows have had a selling experience lately 
that has tickled you as a pretty good piece 
of work, write it up and send it in. You 
ought to get the main details into four or 
five hundred words, with just a fair regard 
for the truth. These stories are interesting 
and they all help the other fellow. Why 
not hop to it? 


A Drive For 


Summer Sales 


LOSE to a million dollars in sales were 
entered by jobbers’ salesmen compet- 
ing in the “Summer Sales Prize Con- 

test’ held for the third time last year by 
The Jobber’s Salesman. The “curve of 
interest’ in this mid-summer activity has 
risen sharply since the first contest in 1925, 
and the contest constitutes a decided stimu- 
lus during the otherwise flat months of July 
and August. As such it deserves the at- 
tention of all jobber executives. 

This year’s contest, judging from the 
letters coming in with the entries of sales- 
men from all parts of the country, is going 
to top all the previous ones in the number 
of contestants and rivalry in competing tor 
the scores of cash prizes that will be given 
out. 

In so far as the jobber executive is con 
cerned, his first duty is to see that all of 
his salesmen are entered. A list should be 
sent us at once of the men who are to con 
pete. This is a detail, but it is important, 
for no man will be eligible for prizes who 
has not been formally entered either by his 
sales manager or an officer of his company. 
Furthermore, this contest is for jobbers 
salesmen only, and sales managers, presi 
dents and other officers, or department 
heads, should not be entered as was done 
in quite a number of cases last year, for 
they are not eligible. 
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News From The Jobbing Field 


The JOBBER’S SALESMAN Maintains Men in the Field, it Sends 
out Monthly ‘“‘What’s the News Sheets” to Every Jobber and it Gladly 
Receives Voluntary News Contributions and Snapshots from Jobbers 


and Jobbers’ Salesmen. 
Month the Personal Element in the Industry. 
Solicited in Making this Human Side of the Magazine More Interesting. 


Wesco Changes Name 

The name of the Wesco Supply Co. 
has been changed to the General Elec- 
tric Supply Corp. This applies to 
the Memphis, Nashville, St. Louis, 
New Orleans, Shreveport, La., and 
Springfield, Ill., houses and branches. 

At the same time, announcement is 
made of the opening of a new branch 
at 219 E. Markham St., Little Rock, 
Ark., in charge of Walter Klein- 
schmidt, and another at 447 Mill St., 
Jackson, Miss., in charge of George 
Marchesseau. 


* * * 


Poll Buys Electric Supply Co. 

The H. Poll Electric Co., formerly 
located at 707 Jefferson Ave., Toledo, 
Ohio, has purchased the business and 
stock of the Electric Supply Co. at 
707 Jefferson Ave., has consolidated 
the two and is now operating at the 
latter address under the name of the 
H. Poll Electric Co. 


Henry Poll is president of the com- 
pany and plans to considerably en- 
large the scope of the business. He 
has taken over the sales organization 
of the Electric Supply Co., and has 
added new William 
Sharkey, making a total of seven 
salesmen now employed by the com- 
pany. They have also been appointed 
distributors for various lines of the 
Westinghouse Electric & Mfg. Co. 


* * * 


Times Appliance Made West- 
inghouse Agent-Jobber 


C. E. Stephens, northeastern dis- 
trict manager of the Westinghouse 
Electric and Manufacturing Co., has 
announced that the Times Appliance 
Co., Inc., with offices at 8383 West 60th 
St., New York and 166 Atlantic Ave., 
Brooklyn, has been appointed agent- 
jobber for the Westinghouse company 
in the Metropolitan district exclusive 
The appointment 
takes place immediately. 


one salesman, 


of New Jersey. 


The Times Appliance Co., Inc., of 








Westinghouse 
Agent—Jobbers 
Association 
Meeting at Hot Springs 
Virginia 
May 28, 1928 











which E. B. Ingraham is general man- 
ager, has been for seven years a spe- 
cial jobber for the Westinghouse com- 
pany, but due to the congested terri- 
tory which it is serving, it was decided 
to raise this organization into the 
agent-jobber class. The company will 
stock a full line of Westinghouse 
equipment including the products of 
the Westinghouse lamp company. 
The officers of this organization 
are: E. A. Allen, president; B. A. 
Allen, vice-president, and E. B. In- 
graham, secretary and treasurer. 

















E. B. Ingraham 


All this Enables It to Reflect from Month to 
Your Co-operation is 


The ‘Times Appliance Co. was or 
ganized in 1919 under the name 0: 
the New York Appliance Co. by tli 


Allens and Mr. Ingraham. It wa, 
incorporated under the name of Time. 
Appliance Co. in 1920. It started out 
in the merchandising of appliances 
only. For six years prior to the war 
Mr. Ingraham had been associated 
with the General Electric Co. in tl. 
New York office and had been instru- 
mental in helping to initiate some ot 
its earliest attempts at merchandis 
ing. Shortly after organizing the, 
became jobbers of one or two West 
inghouse appliance lines. They built 
up an admirable volume also in wash 
ing machines, sewing machines, smal! 
motors, etc. Successively they becam: 
Westinghouse representatives in ra 
dio, special Westinghouse jobbers. 
“B” agents of the Westinghouse Lam) 
Co. and R. C. A. distributors. 


* * * 


Otto Reiman 25th Anniversary 

Otto Reiman, Inc., Chicago, cele- 
brated its 25th anniversary in thi 
electrical jobbing business on Apri! 
25, with a dinner for the employees 
and their wives at the Electric Club 
They were entertained at the Palac: 
theatre after dinner. 
* * * 


Matthews Opens at Mobile 

Matthews Electric Supply Com 
pany, Birmingham, Ala., recent!) 
opened a service warehouse at Mobile. 
Alabama. W. S. Block is in charg 
He has been representing the com 
pany in the central Alabama territor: 
for the past four years. 


* * * 


Changes at Varney 

The Varney Electrical Supply Co 
Indianapolis, announces the appoint 
ment of J. H. Campbell as genera 
manager and QO. L. Ferguson as sal 
manager. Mr. Campbell is a direct: 
in the Electric League of Indianapol! 
which is now in the process of forma 
tion. - 












} ) 
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Bakery Ventilation is Imperative 


—Sell Buffalo Breezo; 





Get every contractor-dealer in your 
territory to work on this class of pros- 
pect. 


Point out to them that it means not 
only the profitable sale of a “Buffalo 
Breezo” Fan, but also the profitable 
installation job as well! 


OBBERS’ salesmen seeking new outlets 
J for “Buffalo Breezo” Fans will find that 
bakeries present an ideal proposition for 

the “Breezo” to show results. 


Every bakery has large volumes of heat 
which must be carried away rapidly. It is 
not only a convenience and a comfort to 
have “Buffalo Breezo” Fans installed—it is 
an absolute necessity! 


During May investigate the bakery pros- 
pects in your territory. 





Air change:—Multiply the three dimen- 
sions of the room and divide by 3 (we rec- 
ommend an air change every 2 to 4 min- 
utes). The result will give you the cubic 
feet of air to be handled per minute from 
which you can make the proper fan size 
recommendation. 


“Sold Through Jobbers”’ 


Buffalo Forge Company 
201 Mortimer St. 


In Canada: Canadian Blower & Forge Co., Ltd., Kitchener, Ont 


Buffalo, N. Y. 


‘BUFFALO BREEZO’”’ 
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M. E. Bacon is now the right 
bower of E. M. Popp of the Pro- 
tective Electrical Supply Co., Fort 
Wayne. Born in Iowa, graduated 
from Armour Institute of Technology 
in Electrical Engineering, of Chicago, 
he entered the commercial depart- 
ment of the General Electric Co., Fort 
Wayne. Next he was associated with 
Anylight Electric Co., Fort Wayne. 
Last year he launched out as a manu- 
facturer’s agent, but is now happy to 
be back in the E. C. A. family and 


associated with Mr. Popp. 


Sip Corsy, merchandising counselor 
of THe Jopper’s SaLesMAN has just 
received a postal card from H. P. 
Andrae, president of Julius Andrae 
& Sons Co., Milwaukee, from Algeria. 
He had just completed an inspection 
of the Rock of Gibraltar. He pro- 
nounces it a beautiful and safe place, 
with about 40 British battleships in 
the offing. 


THe Bextmont Corp. of Minne- 
apolis has recently employed Herbert 
E. Lindberg who before that had been 
employed by the Chicago Fuse Manu- 
facturing Co. Mr. Lindberg will 
cover the Minnesota territory north of 
Minneapolis. In the past, Mr. Lind- 
berg has been associated with the 
Sterling Electric Co., and Northland 
Electric Supply Co., of Minneapolis. 


i 


Carolina 


Carlisle, formerly with the 
States Electric Company 
has come back into the “fold” and is 
working out of the Greensboro, N. C. 
branch, serving the trade in Durham, 
Raleigh and eastern North Carolina. 


J. B. Purvures, formerly connected 
with the electrical department of 
Knight and Wall Co., 
Tampa, Fla. has joined the sales 
force of the Pierce Electric Co., Jack- 
sonville, Fla. 


Hardware 


W. E. Allen, formerly with Waco 
Elec’] Sup. Co., is now a city sales- 


man with the Beard & Stone Electric 
Co., 116 S. Ninth St., Waco, Texas. 


W. D. Fereuson, formerly city 
salesman for the Carolina Elec. Sup- 
ply Co., Spartanburg, S. C., has taken 
over part of the South Carolina terri- 
tory. Mr. Ferguson recently put 
forth special effort on the sale of 
store lighting units and is reported 
to have been successful to the extent 
of approximately 150-500 Watt units. 


JosEPH SHEVLIN has been added to 
the sales force of the West Philadel- 
phia Elec. Supply Co., Philadelphia, 


Pa. 


SamueL_ D. Smiru has been em- 
ployed by the H. C. Roberts Elec. 
Supply Co., Washington, D. C., as 
perpetual inventory clerk. Aubrey 
E. Marshall, who formerly worked on 
the perpetual inventory, been 
placed behind the counter. A very 
promising future is predicted for this 
young man by his company as “he is 
very capable with a host of friends 
in Washington electrical circles.” 


has 


C. J. Ranpauu recently joined th 
sales staff of the Waco Elec’l Supp); 
Co., Waco, Tex. 


W. H. Leonarp and R. H. Mitchel! 
have been taken from the showroom 
of the Rumsey Elec. Co., Philadelphia, 
and added to the outside sales organi- 
zation as radio salesmen. H. R. 
Creelman and G. W. Snedaker wil! 
take their places in the showroom. 


KennetH VeEppER, formerly with 
the Elmira Water Light & Railway 
Co., is a new counter man in the 
Southern New York Elec’] Supply 
Co.’s Elmira, N. Y., house. Charles 
J. King, formerly city salesman, has 
taken over the territory previously 
covered by H. E. Moon. Mr. King’s 
local territory is now being handled 
by Jack DeNeve. 


Rosert Metzcer, formerly with 
the Hessell & Hoppen Co., New 
Haven, Conn., is now traveling east- 
ern Westchester and Putnam counties 
and part of Connecticut for the Coun- 
ty Elec. Supply & Radio Corp. of 
Yonkers, N. Y., which is a subsidiary 
of the Gertler Elec. Co., New York. 


Micuaet Leonarp is a new sales- 
man with the Tri-Counties Elec. Sup- 
ply Co., Santa Barbara, Calif. 




















This shows the organization of the Chicago Electrical Supply Co. before one of th: 


windows of its new home at 123 S. Jefferson St., Chicago. 


In the group, from lef' 


to right, are: J. Emmet Dwyer, Ed. Lagergren, F. Letovanec, C. Olson, H. Keevan 
B. Bartholomew, B. V. Williams, H. L. Packer, Phil Brenn, E. Van Kerckhov« 


G. Lucca and W. Davis. 


The Chicago Electrical Supply Co. began business in 191 


at 360 W. Madison St. Late in 1927, quarters became so cramped that removal t: 
a larger place was necessary, and the company moved to its new home at 123 5 
Jefferson St., where more than twice as much floor space is available. 
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— Radio in Every Room 


by the installation of 
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~ Duplex RADIO OUTLETS 
_ inF#fotels, Hospitals, Clubs etc. 


Radio service to every room—already an adver- 
tised feature in big hotels—let it help you 
sell more Wiring Devices. This time, for the 
‘*radio circuit.’’ 

Wires are run from main receiving sets in 
the basement, distributing the radio programs 
to various rooms through a system of Radio 
Outlets installed in baseboards. Guests 
‘*plug in’’ with loud-speakers or headsets 
like plugging into the lighting circuit with 
electric appliances. 


The latest practice, most popular in hotels, is to offer 
listeners a choice of two programs; two main receiving 
sets in the basement; wires running to double recepta- 
cles. For this we’ve developed the Duplex Outlet 


shown above. The Single Radio Outlet 

' at left takes care of install- 
ations with but one main 
receiving set; one program 
to connect with. It may 
be used in the home or 
in apartments for “radio 
extensions” to different 
rooms from a central re- 

Single ceiving set. Let us send 

Outlet you a handy little folder 
with suggestions you can 
pass on to customers, for 
adding ‘‘radio circuits”’ to 
their wiring jobs. 





~- THE HART&HEGEMAN MFG. CO. 


HARTFORD, CONN. MAKERS OF ELECTRIC SWITCHES SINCEI890 
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ssentials for 
A Quality Product — 


REPEAT orders offer the most certain way to 
steadily growing sales, and repeat business de- 

pends on two factors: quality which more than 

satisfies, and a wide demand for the product. 








"Tillie 


1 
; 
f 


PermanentlyWaterproof Joints 


Hubs are accurately and deeply 
threaded full length. Threaded 
joints are strongest known—are 
waterproof, eliminating high re- 
sistance. 


Union Renewable Fuses and Gem Powerlet Con- 
duit Fittings have unquestioned reputations for qual- 
ity and for money and time-saving features which 
are easily and conclusively demonstrated. 


Union Fuses have been famous for quality since 
the infancy of the electrical industry. Consequently 
they are more widely known than any other fuses 
made. 

















Why GEM Powerlets 
Last Longer and Save Time 


Hubs are threaded accurately, 


Gem Powerlets are the original 





conduit fittings cast from malle- 
able iron. Heavily galvanized, 
they are rustproof. 


Cast in one piece Gem Powerlets 
have no seams, welds or inserts 
and because of the toughness of 
malleable iron they won’t crack. 





guaranteeing waterproof joints 
and elimination of high resist- 
ance points in the conduit run. 


Powerlets are easily, quickly in- 
stalled because they provide 
plenty of room for wiring, lie flat, 
and the assembling screws don’t 
drop out and get lost. 
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Steadily Growing Sales 


A Wide Market — 


Likewise, Gem Powerlet Malleable Conduit Fit- 
tings are demanded everywhere because of their long 
life and convenience of installation. 

As to the market for the Union-Gem Line there 
are 45,000 factories which use electric motors total- 
ling from 100 h.p. to several thousand h.p. per plant 
—and thousands of large office buildings, hotels, etc., 





\ 





all large buyers of fuses and conduit fittings. You NEED This Information 
Make your efforts count for more by selling the Catalog No. 32 gives complete information 
Te P A : on Union Renewable Fuses, and Catalog No. 
Union-Gem Line whose quality is well known, to P-320n Gem Powerlets. The Fuse Selection 
° Chart tells ata glance the exact fuse for pro- 

these big users. tecting any piece of equipment. 






Write for these helps for yourself--see that 
each customer has them. 














Chicago-Jefferson Fuse & Electric Co. ~ 


1519 West 15th St., Chicago, IIl. 












A Few Points to Show Customers 
About UNION Renewable Fuses 


Unions are made in knife blade knife blade type the ends of links 
and ferrule types — the knife are notched so that nuts which 
blade type for the larger capaci- hold them need only be loosened 
ties, one of which is illustrated. slightly to remove or replace. 


In the ferrule type the links are Union Casings withstand more 
furnished bent atoneendtomake blowouts. Because they are worth 
renewal easy and quick. In the more—they really cost less. 
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On March 20, the Lescolier Co. of Jersey City, N. J., held a grand opening for its 


Hackensack branch. 
ufacturers were present. 


Quite a gathering of electrical contractors, builders and man- 
Among the old timers attending were Christian Harms, and 


L. B. Marks, the company’s first two customers and who have been doing business 


with it about 20 years. 


In addition to these two gentlemen there were part of 


the Jersey City staff and the officers: Lewis Lowenthal, president, and C. A. Leber, 


treasurer. 
western New York territories. 


This branch was opened to take care of the Bergen County and south 
A complete line of standard electrical supplies and 
up-to-date lighting fixtures will be carried. 





Changes in Personnel 

Irvine GINSTLING, who previously 
traveled for the County Elec. Supply 
& Radio Corp., Yonkers, N. Y., has 
been transferred to the main office— 
Gertler Elec. Co., New York—where 
he will act in the capacity of purchas- 
ing agent for the two houses. 





N. E. Ousen, formerly with Gray- 
bar Electric Co., Ine., at Brooklyn, 
has succeeded R. T. Dunn as stores 
supervisor at the Syracuse branch. 
Mr. Dunn has been transferred to the 
main office at New York. 


mR. Ee 


man, is now assistant sales manager 


Brown, previously a sales- 


of the Varney Elec. Supply Co., In- 
dianapolis. 


Wm. T. 
manager for the McGraw Elec. Ap- 


SuTtTeR, who was credit 


pliance Co. of St. Louis, is now credit 
and office manager of the Commercial 
Elec’l Supply Co. at Memphis, Tenn. 

Rosert Tanner has been appoint- 
ed manager of the Edison Lamp de- 


partment of Samuel Frost, New 
York, and will be assisted by Miss 
Kleinman and Miss Chananie. Max 


Goldblatt is taking over the task of 
the advertising branch of the organi- 
Mr. Altbach and Mr. Joseph 
Schluer have been added to the out- 


zation. 


side sales force. 


The Plainfield Electrical Supply 
Co., Plainfield, N. J., has moved to 
a larger building at 147 North Ave. 


After May 1 the East Coast Elec- 
trical Supply Co., New York, will be 
located at 41-43 Warren St. 
Northwest 


Tue Betmontr Corp., 


wholesalers, recently added 6000 sq 
ft. of floor space to its Minneapolis 
plant. This was needed to provid: 
additional room for carrying on its 
increased business. 


New Edition of Safety Code 


The fourth revised edition of th 
National Electrical Safety Code has 
recently been issued by the Bureau of 
Standards, Washington, D. C. The 
new edition contains 543 pages. This 
code concerns itself with rules to 
minimize electrical life and accident 
hazards, particularly from outdoor 
lines to which 294 pages are devoted. 
Other parts of the code deal with 
electrical installations in power 
plants and substations and their saf 
operation, also with installations of 
radio and other electrical equipment. 
Jobbers who number among their cus- 
tomers public utilities and contractors 
interested in these construction fields 
may well call their attention to this 
code. A copy can be obtained by 
sending a money order for $1 to the 
Superintendent of Documents, Wash 
ington, D. C. 

* 


N.E.L.A. Convention 


The fifty-first convention and ex- 
hibit of the National Electric Light 
Association will be held June 4 to 8. 
inclusive, at the Million Dollar Pier. 
Atlantic City, N. J. 























No, this isn’t the Alps, it’s beautiful Lake Placid in Northern New York where 
this group of playful boys, representing several New York City electrical houses. 


were indulging in winter sports for a few days. 


From left to right they are: \! 


Schoham, formerly of A. Shemel & Co.; N. Simpson of P. Simpson & Co., M. Zucker 
of A. Shemel & Co., and N. Gertler of the Gertler Electric Co., who contributed t!\ 


snapshot. Schoham is lost in reverie. 


He had just remarked: 


“Some days I cant 


make a nickel and other days it doesn’t even seem to pay to get up.” 
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Battery of Twisters in the Martha Mills 


Batteries of motors with individual 
drives....looms, delicate and intri- 
cate, moving at high speed ... thread, 
fragile and inflammable, racing in 
and out the bobbins.... 


Such are conditions in the 
Martha Mills, Thomaston, Ga., one 
of the great textile mills of the South. 


Warpers 


With the many intricate and speedy operations, what is more essential than 
dependable Electrical Protection? Here a shut-down means loss of production, 
operators standing idle and sometimes the re-threading of a machine. Useless 
or premature blowing of fuses is far too costly to go un-noticed.- -So the officials 
decided on BUSS Renewable Fuses for Positive Electrical Protection. 


Here is ammunition to use on your next prospect. Point out this story to 
him. When a manufacturer such as the Martha Mills places their safety in 
the hands of BUSS Fuses, it is a convincing argument of their dependability. 
We give you this thought to carry into your territory - + - + use it, you will 


find it profitable. 


BUSSMANN MANUFACTURING CoO. - - ST. LOUIS, MO. 


Jes FUSES 


SOLD THROUGH JOBBERS 


{ssi 


Remember — BUSS 
FUSES, due to simplic- 
ity of arrangement and 
small number of parts, 
assure quick and easy 
renewal. 4 parts and 
the link—that’s all. 
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Jobbers Active in Associations 


R. M. Ranperson, local manager 
of the Southwest General Elec. Sup- 
ply Co., Abilene, Tex., was recently 
elected to the Rotary Club. 


E. H. Wappineton, sales manager 
of Graybar Electric Co., Inc., and 
president of the Kansas City Electric 
Club, has again been honored with a 
special office. He was recently made 
chairman of the Club Presidents’ 
Round Table, an organization com- 
posed of the executives of the leading 
civic organizations of Kansas City. 

* # 


Gibson Award Winners 


Sixteen “Gibson Award” electric 
supply salesmen from all sections of 
the United States viewed manufactur- 
ing operations at the Westinghouse 
East Pittsburgh works recently as 
guests of the Westinghouse Commer- 
cial Investment Co., which is making 
the award on the basis of broad con- 
structive salesmanship during 1927. 
Besides a cash prize to each of the 
honor men, the company gave them 
trips to other Westinghouse plants at 
Springfield, Mass., Mansfield, Ohio, 
Bloomfield, N. J., Bridgeport, Conn., 
Newark, N. J., concluding with a 
banquet in New York at which the 
awards were formally presented. A. 
J. Selzer, commercial agent of W. C. 
I. Co., was in charge of the party. 


Jobbers Sales Activities 


CoMMERCIAL ELeEc’L Suppiy Co., 
Memphis, Tenn.—This company ran 
a Westinghouse safety switch cam- 
paign during the month of April. 


County Exec. Suppty & Rapio 
Corp., Yonkers, N. Y. — Eveready 
flashlights and miniature lamps are 
being campaigned. 


H. C. Roserts Evec. Suppty Co., 
Washington, D. C.—Another Westing- 
house campaign—safety switches and 
automatic irons being the particular 
items under fire. 


Betmont Corp., Minneapolis, 
Minn.—A “Sonora” radio campaign 
took place last month. 


Netson & Co., Tulsa, Okla.—This 
company is pushing Okonite wires 
and cables and Okacord heavy duty 
cords and mining machine cables— 
concentrating on oil refineries and coal 
mines. 


H. C. Roperts Exec. Suppty Co., 
Baltimore, Md.—This house _ con- 
ducted a campaign on Westinghouse 
irons in March and reports that every 
one of its salesmen exceeded his quota. 
A. G. Pools was highest with 985 
irons to his credit. 





Superior Suppity Co., Bluefield, 
W. Va.—Another Westinghouse safety 











Gibson Award salesmen at the main works of the Westinghouse company. 
Selzer, Westinghouse 
Roberts Electric Supply Co., Philadelphia; O. E. Dyer, 


left to right: A. J. 
L. B. Polstrock, H. C. 


Seated, 
Commercial Investment Co., New York; 


Electric Appliance Co., Dallas; F. V. Martin, Alpha Electric Co.. New York; Wm. 
W. Adams, Erner Electric Co., Cleveland; G. C. Bimer, Great Northern Electric 
Appliance Co., Minneapolis; H. A. Dunlap, Fobes Supply Co., Portland, Ore.; Roy 
Brown, Varney Electrical Supply Co., Indianapolis; Harry Sherman, Newark Elec- 
trical Supply Co., Newark. Standing, left to right: A. L. Campbell, Pierce Electric 
Co., Jacksonville, Fla.; H. T. Ross, Commercial Electric Supply Co., Detroit; John 
S. Fly, Great Northern Electric Appliance Co., St. Paul; Chas. St. Denis, Commercial 
Electrical Supply Co., St. Louis; Geo, J. Libby, Wetmore-Savage Electric Supply 
Co., Bangor, Me.; H. A. Hopper, H. C. Roberts Electric Supply Co., Syracuse; W. J. 
Smith, Great Northern Electric Appliance Co., Duluth; Homer G. Hall, Julius Andrae 


& Sons Co., Milwaukee. 








This is a bit different, anyhow. L. L. 
Hirsch, (right) president of Electrical 
Supply Co. New Orleans, and Paul 
Hogan, vice-president, rounding a bad 
curve in high. 





switch campaign—this one having 


taken place during April. 


Capito, Exec. Sup. Co., Lansing, 
Mich.— Capitol is running its first 
campaign on Westinghouse automatic 
irons. 


Great NortHern Exec. App.i- 
aNcE Co., Duluth, Minn.—Westing- 
house safety switch campaigns being 
in style, this company also expended 
extra effort on this item last month. 


Nortu State Exec. Surpry Co., 
Raleigh, N. C.—A safety switch cam- 
paign was on this company’s books 
for April. The winner will get a trip 
to the factory. 


Collins Electric Co., Des Moines, 
Ia.—A special sales campaign on 
National Metal Moulding products 
was launched February 15. Several 
representatives of the I. A. Bennett 
Co. are co-operating with Collins’ 


dealers and salesmen. 
* * * 


Everybody Pull for Sid 

Sid Greenfield, head of the Green- 
field Electric Co., Baltimore, Md., has 
been confined to his home for some 
time with lung trouble. Though his 
ailment has weakened him considera- 
bly, Herbert F. De Moss, vice-presi- 
dent of the company, says his spirits 
are high. All Baltimore is hoping 
for Sid’s speedy recovery to whicli 
are added the good wishes of THE 
JopBer’s SALESMAN. 





ee 
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Announcing the New 








Dust Tight Glass Cover on Benjamin RLM Dome Reflector 


Here is a real achievement in meeting 
the need for a lightweight, economical 
cover that will protect the reflecting 
surfaces of Benjamin Industrial Lighting 
Equipment against dust and dirt. 

In practically every industrial center the 
jobber’s salesman will find dozens of in- 
dustries where there is an immediate 
demand for this device which will prove 
sO important a factor in keeping up the 
original efficiency of lighting systems 
and cutting maintenance costs by avoid- 
ing frequent cleaning of lamps and re- 
flectors. 


Write to-day for 
full information 


FEATURES 


Ease of The retaining band is_slip- 
Actechi ped over the bead of the 

ee reflector and locking lever 
is snapped into closed position. 


Low Price Especially attractive low 
list prices are offered, meeting the de- 
mand for an economical and dependable 
cover. 


Light In most cases the complete 
Weight over weighs less than the re- 

flector, making it very easy to 
handle. 


Simplicity The cover consists of only 
three parts—retaining band, glass disc 
and gasket. 

Dependability — Virtually impossible for 
the cover to work itself loose from the re- 
flector, as the tension is not released even 
if the spring should break. 


Benjamin Electric Mfg. Co. 


New York 


120-128 S. Sangamon St. 
247 W. 17th St. Chicago 


Manufactured in Canada by the Benjamin Electric Mfg. Co. of Canada, Ltd., Toronto, Ontario 


San Francisco 


448 Bryant St. 
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THE Y SAFETY SWITCH AIDE 








About Knife Switches, 
Panels and Switchboards 


If there is a knife switch needed for 
any purpose, we make it. 


The T. V. line of knife switches is 
complete in every detail. Made of the 
best material obtainable, incorporating 
the best mechanical thought, this line 
is standard for use on panels, switch- 
boards, every kind of service where 
Knife Switches are used. 





We can illustrate here only one of 
the types we make. Our Bulletin No. 
15 shows them all. Special kinds to 
meet extraordinary conditions are be- 


RERELELIMEAES 4 








ing made daily. 





If you want a knife switch of any 
kind, we can make it. 











Panels and switchboards are not entirely a standard product. 
Therefore, our engineering force in this department are in a po- 
sition to design and produce panels and switchboards of any 


[TTI 


type and character for any purpose. 


Jobbers have in this T. V. line, the most complete switching 
equipment made by any one organization. 





Why not tie up to T. V. for your entire needs. 

















AAS 333.3.) 


Write and ask us about our selling and business plan. It 
means more business for your salesmen and you. It means com- 
plete cooperation. It means profit. 





TRUMBULL-VANDERPOEL ELECTRIC MFG. CO. 
BANTAM, CONN. 


NEW YORK BOSTON CLEVELAND CHICAGO PHILADELPHIA 
DENVER On the Pacific Coast—C. Dent Slaughter DETROIT 








This is my column 
—* Al” 


Jobbers can reap a real 
profit 


In these days of frenzied efforts 
for volume, regardless of profit, the 
jobber needs to take serious stock of 


his switch situation. 


Perhaps he can, because of his po- 
sition as a distributor, sell any kind 
of a switch, but wouldn't a little 
study of the future be worth while? 


Competition will become keener. 
and the Jobber who has foresight will 
tie up to a line of Switches that is 
not only complete, but right in every 


mechanical feature. 


In addition to a complete primary 
line, the manufacturer should back 
up the jobber with a secondary line 
of ‘such special switches as he may be 


called upon to furnish. 


With such a program, the jobber 
establishes a reputation for real serv- 
ice, and selling will be simpler and 


waste effort reduced. 


And all-important to the jobber— 
such a line of switches is bound to 


produce a good profit. 


The manufacturer would then be 
able to offer unlimited assistance to 


such a jobber in putting the line over. 


Jobbers, you have that chance, and 


Yor“ul 


we offer it. 
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Jobbers should analyze 
sales —says Garner 














Frank Garner 


An analysis made by our company 
this spring indicates that the electri- 
cal jobber is running about 15% be- 
hind in business done this year. 

Some jobbers are making money, 
which proves that there can be profits 
even though past volume is not main- 
tained. 

Any jobber who will analyze his 
sales will find that certain classifica- 
tions require too much overhead to 
permit a profit without a very large 
volume. He will also find that other 
classifications will permit a profit in 
spite of reduced sales. 

Finally, this analysis will prove 
that by reducing his effort on un- 
profitable classifications and concen- 
trating additional efforts on _ the 
profitable ones that he can reduce his 
overhead to the point where he can 
show a profit on his reduced volume. 

The sensible thing for the jobber 
to do will be to study these points 
carefully in planning his 1928 sales. 

That some Jobbers are doing this 
is proven by the fact that we are 
doing the biggest switch business in 
our history. 

Switches make money for the Job- 
ber. Frank Garner, 


Manager, Boston office, Trumbull- 
Vanderpoel Electric Mfg. Co. 





Here they are, 
each one in a class 
by itself! 

The Current Breaker 


By far the outstanding 
Safety Switch yet produced 
by anyone. In tests, it has 
performed 100%. Also 
made in Cast Iron Box for 
outdoor and indoor service 
where dust, fumes and mois- 
ture prevail. 


“4000” Line 
For light industrial loads 
as disconnect switch. Has 
special features and is the 
equal of more expensive 
switches now being sold. 


“7000” The Type C 
’ Lime 


This switch is built for 
lighter loads, and for gen- 
eral entrance purposes. It 
has many advantages over 
other Type C switches. 


Meter Switches 


A full and complete line 
of meter service switches, 
that meet the requirements 
of all central stations in 
every section of the country. 


Fuse Panels 


Made for branch circuit 
use in sizes from 2 to 12 
circuits. 


TRUMBULL-VANDERPOEL ELECTRIC MFG. CO. 
BANTAM, CONN. 


NEW YORK BOSTON CLEVELAND 
DENVER On the Pacific Coast—C .. Dent Slaughter 
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LaSalle Map of Business Conditions 
For April, 1928 











Business Bulletin 
LASALLE EXTENSION UNIVERSITY 





This month’s Business Condition Map is 
different. Rather decidedly so, for we have 
inverted the system of shading. Those areas 
in which conditions are rated as VERY 
GOOD stand out in bold relief against a 
background of GOOD and FAIR areas. 
The map now focuses the attention on those 
sections where business is best and puts the 
emphasis where it belongs. Marked revival 
in industrial activity is shown in the De- 
troit, Calumet, and Akron districts in the 
Middle West, and in the region of which 
New York Oity is the hub. The Winston- 
Salem and Birmingham districts are the 
bright spots of the old South. The South- 
west offers many good business opportuni- 
ties, especially in the vicinity of such trad- 
ing centers as Dallas, Houston, Beaumont, 
Albuquerque, Phoenix, and Tucson. Along 
the Pacific, Los Angeles, San Francisco, and 
Seattle stand out; and Sacramento, though 





Industrial Revival Points ‘Way to Greater Trade Activity 
Map Supplied by Research Division of LaSalle Extension University 


less important, is enjoying particularly good 
business. Getting back again to the interior, 
we find Joplin, Cedar Rapids, St. Louis, 
Evansville, and Cincinnati to be favorable 
spots in a broad field of diverse conditions. 
Those districts where coal mining, lumber- 
ing, and textile manufacturing are dominant 
factors are faring least satisfactorily, but 
there is a brighter future for lumber and 
textiles than for coal. In other words, im- 
provement can be expected sooner for the 
south Atlantic and upper Pacific states than 
for the soft-coal fields. The warmer sun of 
spring and summer should dissipate many 
of the clouds that are hanging in the busi- 
ness sky. Conditions, by and large, warrant 
conservative confidence, but it should not be 
forgotten that, even in localities where op- 
portunities are best, competition is keen and 
business-getting requires energy and a close 
study of market requirements. 








Sager Opens Tenth Store 

The Sager Electrical Supply Co. 
of Boston announces the opening of 
its tenth store at Salem, Mass., the 
third to be opened within the last 
three months. This is in line with 
Joseph Sager’s idea is to have a large 
number of branch stores with suitable 
stocks for quick service at many 
points rather than having a large 
number of salesmen operating from 
the The Salem branch 
will be managed by Lawrence A. Sa- 


home office. 


ger, with D. E. Matheson as his as- 


sistant. 


* * * 


Graybar Man Marries 
Walter Clark Maxwell, service 
supervisor, Graybar Electric Co., Inc., 
Savannah, Ga., was married on April 
17, to Miss Dorothy Susan Pittman. 
The wedding took place at the Oak- 
land City Methodist church in At- 
lanta. By this time they are no doubt 
settled in their home at Paulsen and 

East Fortieth street, Savannah. 
According to H. B. Stanton, sales 
manager in charge of the Savannah 
branch, this was a popular match, 
Walter being the recipient of hearty 


congratulations from all quarters. 


Atlanta Gets Fisher-Chevrolet 
Plant 

J. J. Perry, vice-president and gen- 
eral manager of the General Electric 
Supply Corp., Atlanta, Ga., put over 
a real job of selling when he obtained 
the order for the electrical material 
used in the big plant recently com- 
pleted near the federal penitentiary 
to be jointly occupied by the Fisher 
Body Co., and the Chevrolet Motor 
Co. 

The electrical work and installation 
was done by the John Miller Electric 
Co. The plant will employ 3000 
people and will have a definite, bene- 
ficial effect on Atlanta business in 


general. 


* * * 


Delinquent Accounts 
The accompanying tabulation shows 
the number of delinquent accounts, 
the total amounts and the average 
amounts as reported to the National 


Electrical Credit Association by 
member manufacturers and jobbers 
through its various divisions, for 


March, 1928, as compared with the 
same month the previous year. Also 
these figures are shown for the first 
three months’ period of 1927 and 
1928. 


COMPARATIVE STATEMENT OF PAST DUE ACCOUNTS REPORTED 
MARCH 31, 1928 


NUMBER OF ACCOUNTS REPORTED 








%o Jo 
Increase Increase 
Te March or 3 months or 
Division 1927 1928- Decrease 1927 1928 Decrease 
New York Elec’! Credit 
Ass’n, Hdqtrs. New York ........ 4.24 368 —33.2 % £1114 929 —16.6 % 
Electrical Credit Ass’n. 
Middle & Southern Atlantic 
States, Hdqtrs. Philadelphia ..... 216 195 — 9.72% 502 537 = =+ 6.97% 
Electrical Credit Ass’n. 
New Eng. Div. Hdgqtrs. Boston.... 171 98 —42.6 % 435 852 —19. % 
Pacific Coast Elec’l. Credit 
Ass’n. Hdqtrs. San Francisco...... 14 12 —24.3 % 48 299 —389.5 % 
Electrical Credit Ass’n. 
Central Div. Hdqtrs. Chicago...... 1215 1096 — 9.79% 2859 26909 — 5.91% 
BOREAS Siete sen tica ee cae 2040 «#1769 —183 % 4958 4537 .— 8.49% 
TOTAL AMOUNTS REPORTED 
%o % 
Increase Increase 
a March or 3 months or 
e ning sa 1927 1928 Decrease 1297 1928 Decrease 
NEW ROLE d55 causes $ 62,872 $ 48,397 —23. % $176,381 $187,007 —22.3 % 
Middle & Southern y rn al 
_Atlantic Be ss OE eels 27,805 27,186 — 2.28% 62,147 72,609 +168 % 
New i a 15,311 11,716 —23.4 % 47,246 42,4388 —10.1 % 
Pacific RNR ie Gees Guo 2,111 1,736 —17.8 % 5,929 4,856 —18. % 
Co od ne RE 134,507 124,008 — 7.81% 387,285 825,321 — 3.538% 
TOTAL.............$242,606 $213,043 —12.2 % $628,988 $582,231 — TA3% 
AVERAGE AMOUNTS 
a March 8 months 
: Division 1927 1928 1927 1928 
New NNN ence tusks oe etine oie rs eae cc $148 $131 $476 $450 
Middle & Southern Atlantic .......60400 cer eee 129 139 367 402 
New PRA. CAT AROS eee 89 119 823 361 
Ce ee a nn en a ee one ee 151 144 575 516 
ee er ee ne lll 113 358 365 
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WAS $62.50 
THEN $52.50 






Save $23.00 


Buy from the Dealer you |= 
*3 know and have confi- 
Be) dence in. He will tell you [4.4 
how the elimination of 
4] costly resale expense has 
Be) made possible this low 
Peg price. 
Remember—this is the iS ; 


SUCTION 


finest cleaner Hamilton 
Beach has ever produced 
—the identical machine 
that formerly sold at 
8 $62.50. 


WITH 


>> Guaranteed for 
Two Years 


* Built to Last a Lifetime”’ 





a & A Company with assets 
Be) of over $33,000,000 and 
: " a record of fine manufac- 
@ turing for 125 years is 
§ back of every machine. 
s Entire cleaner (including 
§ belt, bag and brush) is 
; ees for Two Years. 


my. “Built to Last a Lifetime.” 


ow ¢7 ( 


that sold for 
$62 50 


POWERFUL 


© MOTOR DRIVEN 
> BEATING BRUSH 


S SWEEPING ACTION 


ie 


(COVE. bat Doh Ae ae GM ale} a 


TWO YEARS.~ 





18) 


sade meant 
LESS 
ATTACHMENTS 









1 Suction Alone 
“Is NOT Enough 


Thorough cleaning de- (| 
mands a motor-driven | 
4 brush that will loosen 
) deeply embedded dirt, he 
F) the principal cause of fi, 
| rug wear. sf 
* This latest model com- 
| bines Beating Brush Ac- [3% 
|| tion and Sweeping Brush : 3 
2 %, §| Action with Powerful | 

“Qn, gues Suction. The result is 

4 ‘| rapid, thorough, easy 
cleaning. Be satisfied 
with nothing less. 










F 
| 
| 

















| %y 








Compare! 
this cleaner with any |) 
built, regardless of price. | 29 
B judge for yourself. It 3 
costs you less than most | 
machines that clean by [2% 
suction alone—and suc- Ee 
| tion alone is not enough. f% 
‘i If you don’t know the : + 
») name of the nearest deal- [9 
ey er, write us for his name 
and descriptive literature. 





SDS ST IES 


er ee 
Siete. ihe a 
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“SAVE $23 —BUY FROM THE DEALER YOU KNOW!” 


This is the Key note in all Hamilton Beach Adver- 
tising. Read the advertisement above, the fifth of 
a Series appearing in Roto Sections of Sunday 
Newspapers reaching 4,000,000 weekly. 

This quality cleaner at the unheard of low price of 
$39.50 (Denver & West $41.00) is putting the 
cleaner business back in the hands of the Retail 
Dealer where it belongs. 


the Counter” Without 


i ad 


Dealers Everywhere are Selling This Cleaner 








SALESMEN, compare the price and quality. 
Then you'll appreciate why this cleaner (Sold 
Through Jobbers) offers the greatest money making 
opportunity in vacuum cleaner history. 


HAMILTON-BEACH MFG. CO., Racine, Wis. 


Subsiliary of Scovill Mf;. Co.—assets ov:r $33,000,000 and 
a record of 125 years of saccessfal manufacturing 


“Over 


Door-to-Door Salesmen 


Fe eee eT TTTITTTLLITTLAMLLLU LLL LLLUELLULLLLLCA LLL LLL LALLA ceLLL CLL LLL -coccoc TELL ULL ULLLL LLL oL Looe 
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IF WE ALL_ HAD OUR WISHES GRANTED J 
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(STENOG RA PHER’ 

















— 
THE OFFICE BOY 
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Fig. 1 
Low Shallow 
Show Window 


Fig. 2 
High Deep 
Show Window 


Fig. 3 
Low Deep 
Show Window 


Develop’ t portunities 
| for Increased Sales! 


Increased Sales! That’s the thing you are striving for. 
Sterling Reflectors will help you bring them about. 


Efficient lighting requires the 'right equipment. Each 
installation calls for individual treatment. It is therefore to 
your interest to recommend Sterling Reflectors because 


they do meet the requirements for each particular need. 


In Show Window Lighting for instance, there are 
Sterling Reflectors of various types for windows of every 
shape and size. This insures satisfactory installations and 
efficient lighting—but, it means a great deal more. It means 
that you can develop opportunities for lighting which exist 
in your community, into successful sales. Profits quickly 


follow. 


Reflector & Illuminating Co. 


Representatives in All Principal Cities 
1411 Jackson Blvd. Chicago, U.S. A. 


Fig. 4 
High Shallow 
Show Window 
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An Eye For the 
“‘Belles’’ 


(Continued from page 9) 
cerned, in the ordinary type house, 
he says a front and rear door bell with 
dining room bell, are about all that 
you can expect to get. When you 
get into a larger home, such as 10 
rooms and over, an interior telephone 
system, with annunciators in the 
kitchen as well as second floor hall, 
and, if servants occupy attic quar- 
ters, in the attic, is very essential. 
This, of course, relieves a lot of 
running around and is a more direct 
method of communication. 

So far as factories, industrial 
plants and commercial buildings are 
concerned, he believes there certainly 
is an opportunity for more signal 
systems. This is particularly true of 
the industrial plant. Here we find 
that many people walk throughout 
the factory during the course of the 
day asking questions which could just 
as well be asked and answered from 
a desk by the use of telephone, thus 
saving valuable time, not only for the 
individuals directly involved, but also 
for the many other people that they 
come in contact with and stop and 
talk to on their walk through the 
factory. 

Interior telephone systems in apart- 
ments, of course, are necessary from 
front door to apartments, and back 
to laundry and janitor. This is 
quite standard in all modern apart- 
ments and should not be deviated 
from. 

There are so many side paths, 
short cuts, “tricks of the trade” in 
this bell and signal work, that the 
jobber’s salesman who familiarizes 
himself with them soon gets to be a 
walking encyclopedia to his contrac- 
tor on this subject. He is in a 
position then to make intelligent rec- 
ommendations resulting in business 
for the house. 

The speaking tube, for instance, 
no longer modern, is nevertheless 
often specified. A telephone costs 
but little more per tenant and makes 
for higher rentals. 

Some contractors buy a cut-out box, 
drill it to take a transformer and 
again to take a fuse block, when 
they can get a fused transformer 
complete in its own box. 

A buzzer is a buzzer. But some- 
times it is necessary to distinguish 
the sounds of one from another. Do 


you know about those little gradu- 





ated sets—five in a lot, each with a 
different tone from the others? 
Some contractors do not even know 
what a door opener is yet. Be sure 
you do, and know how it works. 
Two bells of distinctly different 
tones on one block will make a louder 
noise than a combination bell and 
buzzer. Such units are built now. 
A push directory on the desk en- 
ables the executive to push a button 
and call anyone he wishes. An en- 
terprising jobber’s salesman got a lot 
of orders worked up for himself by 
putting samples of these little direc- 
tories on some high class desks in 
an office furniture store. They sold 
themselves. 
Don’t make the mistake of advising 








More Slogan Co-operators 
Following is a list of manufac- 
turers who have agreed to co-operate 
in the use of the slogan, “Sold 
Through Jobbers.” These are in 
addition to the list of 147 published 
in the April issue: 
Colts’ Patent Fire Arms Mfg. 
Co., Hartford, Conn. 
Columbia Metal Box Co., New 
York 
Crosley Radio Corp., Cincinnati 
Enameled Metals Co., Aetna, Pa. 
Flexible Steel Lacing Co., Chicago 
Peerless Electric Co., Warren, O. 
Pfanstiehl Chemical Co., Wauke- 
gan, Ill. 
United States Elec. Mfg. Corp., 
New York 








the use of a standard annunciator 
on a sprinkler head alarm system. 
A special kind is now made. 

There is business, and not on a 
price basis, for few are after it, in 
great power plants. Complete super- 
visory signals are installed advising 
of overheated bearings, clogged oil 
lines, shorted generators, all sound- 
ing their own warnings in plenty of 
time to prevent costly breakdown. 

Someone now has out a push but- 
ton designed to protect ladies’ care- 
fully manicured fingernails. It is 
made with a softened spring, and, 
behold, a light touch will make con- 
tact and an extenuated center pre- 
vents catching the fingernails be- 
tween center and shell. 

These and hundreds of other de- 
velopments are taking place in this 
hitherto despised “bell business.” 
Why not get deeper into it and make 
it a hobby that will bring profits? 


Although the electrical signaling 
systems may seem the unimportant 
part of any large or small contract, 
to some jobbers’ salesmen, in reality 
this portion of the installation js 
quite essential, and if the proper 
information concerning the exact op- 
eration of the system that may b 
required is not procured, the manu- 
facturer cannot be in a position to 
intelligently recommend or furnish 
the proper outfit, which of course re- 
flects on the jobber’s salesman’s abil- 
ity and that of his contractor to 
handle the order. 


Therefore, the jobber’s salesman, 
wherever possible should question the 
contractor or engineer in regard to 
details of installation, especially as 
to the source and voltage of current. 
size of wire, and general method of 
operation. If the salesman himself 
is not familiar with the recommenda- 
tions of the manufacturer, he can 
readily obtain this information by a 
careful reading of the manufacturer's 
catalog, or by getting in touch with 
the manufacturer direct before the or- 
der is placed, thus not only avoiding 
unnecessary delays, but also proving 
himself of real service to the contrac- 
tor in aiding him to make the proper 
selection of the required apparatus. 

Without question the salesman can 
materially increase his sales for his 
house by an intelligent understanding 
of the manner in which such devices 
as annunciators, bells, etc., are op- 
erated. The contractor naturally 
places his order with the man or 
house that can give him accurate 
information and assistance along these 
lines, providing, of course, that other 
considerations are equal. 





James Sidway Goes to Cleve- 


land 


James Sidway has been made vice 
president and treasurer of the Erner 
Electric Co., Cleveland, taking th: 
place of J. M. Bateman. A. P. 
Bergner, formerly auditor, has taken 
Mr. Dickson’s place as _ assistant 
treasurer. i 


Jim Sidway had been in the Rob 
ertson-Cataract organization and was 
in the Buffalo office from the fall of 
1921 until April, 1926. At _ tha! 
time he was transferred to the Utica 
office as branch manager. In April. 
1927, he also took charge of th: 
Syracuse office. In January, 1928. 
at the time of the sale of the Rob 























NATIONAL | 
MAZ DA | 


| 


EW, striking, compact, dif- 
ferent, attractive--a real 
sales-getter! The National 


Mazpa Lamp Counter, shown 
above, has just been designed to 


peemapeeretig 
NATIONAL | 
EVA 


‘a 
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waren 
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Attracts - Demonstrates - Se//s 


95 most everything but make change. 
It is always on the job selling 


National Mazpa lamps for you. 





F.©.B. Read the complete details of it on 


meet the exacting requirements of COS HOCTON,O the next page and then picture it 


modern merchandising. 


The outstanding and best methods of mer- 
chandising—-of the electrical trade, hardware 
dealer, chain store—-have all been carefully 
studied and adapted to produce the Lamp 
Counter— the last word in lamp merchandising. 


This new Lamp Counter attracts customers, 
displays lamps and SELLS them. It does al- 


working for you in your store. 


And the price? Not, as many have thought— 
$15.00, not $10.00 —- but the complete Lamp 
Counter for but $6.95 f. o. b. Coshocton, Ohio. 
Delivery can be made June first. 


Insure your getting one of the first deliveries 
by sending us the advance order form you'll find 
on the next page. Better do it today. 











Let this 


NATIONAL MAZDA 
LAMP COUNTER 


INCREASE YOUR SALES 


People buy lamps when they are reminded of 
needed replacements and where they see lamps 
displayed. 

Put the Lamp Counter in a prominent place 
in your store and you'll remind people of the 
lamps they need and you’ll also sell them on the 
spot. 


facts About the Lamp Counter 


“ 
. 


Aftracts ~Demonstrates~ SELLS 


Order Now! 


AMP COUNTER comes complete 

in two parts packed in one box. 

Can be assembled in a few seconds with 
twowingnuts. $6.95 f. 0. b. Coshocton, 


Substantially made of heavy metal with sturdy wood 
base. Is 2716’’ wide, 2514” deep and 2234” high. 


Attractively finished in mahogany and gold yellow with 
removable price tags and carton display price card. 


Has five, white dividing trays for five main sizes of 
inside-frosted Mazpa lamps. Special easy cleaning 
feature for trays. 


Displays 60 lampsin trays. Room for 16 more in upper 
part of display. Additional lamps can be kept in 
carton on each side and in storage space in back. 


Five sizes of lamps shown in upper part are beautifully 
illuminated by 100 watt lamp on flasher socket shining 
through rainbow effect glass color screen. 


Comes in two pieces. Semi-circular upper part can 
easily be detached for use in window, as a display piece, 
while tray display is kept in store. 


Equipped with two test sockets, flasher socket for 100 
watt lamp and 8 ft. of cord, with plug. 











Fp aten geen rigid metal table has 
been designed for the Lamp 
Counter. Finished in same shade 
of mahogany and with shelf for 
extra lamp cartons. Put the Lamp 
Counter on this table and you have 
a complete lamp selling outfit that 
can be placed in different parts of 
your store. Price complete with 
table, is $11.95 f. o. b. Coshocton, O. 


Rear view of the Lamp Counter 
showing storage space for 
additional lamps 














Sales Promotion Department 


Nela Park, Cleveland 


Here is my check for the following. 


LAMP COUNTER (without table)- 
$6.95 f. o. b. Coshocton, O. Shipping weight—44 Ibs. 


| | TABLE for Lamp Counter— 


Nationa! Lamp Works of General Electric Co. 


Please rush to me as soon as possible. 





Ohio. Shipping weight is 44 Ibs. 


TABLE, made of metal, for the Lamp 
Counter comes completely assembled in 
wood shipping crate. $5.00 f. o. b. 
Coshocton, Ohio. Shipping weight is 
44 lbs. 





$5.00 f. o. b. Coshocton, O. Shipping weight—44 Ibs. 


P. O. Address. C5. eR Si: doe a I ao A ee Oe ED ee ora ate 
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Taken at the Southwest General Electric Supply Co., Oklahoma City, Okla. Rear, 
left to right; Mr. Tuttle, New Capitol Elec. Co.; P. K. Mathews; J. T. Maledon; 


J. E. Owens; C. Skove, mgr. Front, W. 


A. Frizzell, Hotpoint; C. H. Kitterman, 


C. L. Hedrick, Radio Corp.; C. L. Evans, Evans Electric Co., and R. S. Gack. 





ertson-Cataract properties in both 
Utica and Syracuse to the H. C. 
Roberts Electric Co., he went with 
the latter in the capacity of branch 
manager in Utica and stayed there 
until transferred to Cleveland, March 
15. Erner Electric and H. C. Rob- 
erts are of course both Westinghouse 
agent-jobbers and this amounts to a 
transfer from one field into another 
of larger responsibilities. 
* * * 
Missouri Valley Meeting 

The semi-annual meeting of the 
Missouri River Club was held at 
the Elms Hotel, Excelsior Springs, 
Mo., on April 19 and 20. It was 
one of the largest and most success- 
ful meetings the Club has held. Sev- 
eral new jobbers were in attendance, 
among those being N. T. Ronan of 
Tri-State Electric Co., Sioux Falls, 
Ss. D., and E. L. Overton of the 
E. L. Overton Electric Co., Topeka, 
Kans. Several well known faces 
such as A, C. Ruble of Sioux City, 
Messrs. Terry and Durin of Cedar 
Rapids and Otto Frickel of Daven- 
port, were conspicuous by their ab- 
sence. 

The weather was exceptionally fa- 
vorable and the golfers had a great 
time, although no course records were 
broken. 

Among the prominent speakers 
were S. B. Williams, editor of the 
‘Electragist,’ on the evils of jobbers 
selling industrials and too freely es- 
tablishing new contractors, and H. T. 





Bussmann, on the lack of training of 
the jobbers’ salesmen. Mr. Bussman 
made some very valuable suggestions 
which were remarkably well received. 
Chicago’s only Fred Eisemann re- 
sponded most nobly and a large and 
glorious time was had by all jobbers 
present. 

The new officers of the Club are 
A. J. Cole of Omaha, president, and 
A. D. Barber of the same city, sec- 
retary. 

The retiring president and secre- 
tary, Messrs. Gleason and Simonson 
of Chicago, made up a fine program 
which was well received. The meet- 
ing ended most successfully and for 
once the golfers seemed satisfied with 


the awarding of prizes in the tourna- 
ments. 

Martin E. Flanagan, secretary of 
the Radio Manufacturers Associa- 
tion, made a very interesting talk 
and invited the jobbers to the R. 
M. A. Trade Show at Chicago in 


June. 
* < * 


Try This On Your Frau 


S. G. Neuburger of Interstate 
Electric Co., Birmingham, Ala., gives 
another interesting example of the 
power of unusual demonstrations in 
the sale of specialties. 


Interstate was in the midst of a hot 
campaign on research top dressing, in 
the automotive department. With 
each sale of 24 cans, the company 
was giving an inexpensive but efficient 
electric waffle iron. 

One of the salesmen, C. A. Jack- 
son, after drawing blanks for several 
days, suddenly came to life with a 
flock of orders for the deal. Natu- 
rally, Mr. Neuburger inquired as to 
Jackson’s methods. 


It seems that C. A. decided to try 
out the waffle iron so he could speak 
definitely as to its value and perform- 
ance. He took his sample home and 
had Mrs. Jackson make some waffles 
with it. Oh, Boy! Yum, Yum! and 
various other Epicurean expressions 
of delight! 


The waffles were so good that 
Jackson just left the last one in the 
iron and showed it to the trade. Re- 
sult, much signing on the old dotted 
line, and the delicious odor of many 
waffles hovering over the city of Birm- 
ingham. 




















The Fobes Supply Co. bunch at Butte, Mont. Left to right: Harold Brew; B. J. 


Farrell, manager; Miss McGurk; Arthur Ellison; Mrs. O’Connell, and J. W. O'Neill. 
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Brass Tacks 


(Continued from page 14) 
and efficient. 


A Successful 


rounded out 


Qualifications Of 
Lamp Agent. 


well 


Store Display—Lamps always at- 
tractively and prominently displayed. 
Use constantly the special racks and 
other display material offered by the 
lamp manufacturers. 

Window Display.—Make full use of 
manufacturers’ window display ma- 
terial. Always devote part of window 
to display of lamps. Devote an en- 
tire window to display of lamps at 
frequent intervals. 

Store Salesmen and Saleswomen.— 
Keep them well informed on incandes- 
Make them enthusiastic 
lamp salesmen. Have them sell lamps 
Suggest lamps to all cus- 
Push the higher priced dec- 
orative lamps. 

Outside Activities—Ask fellow 
merchants for their lamp_ business. 


cent lamps. 


by the box. 
tomers. 


Solicit all new construction in vicinity. 
Solicit all new tenants in vicinity. 
Dis- 


literature ; 


Local newspaper advertising. 
tribute manufacturers’ 
blotters, price lists, leaflets and adver- 
tising specialties as widely as_pos- 
sible. 

Securing New Lamp Agents. 

New lamp agents should not be 
solicited at random. Lamps are 
pretty much a staple commodity which 
the consumer purchases from the most 
convenient store. local 
community retail center in each city 


Hence each 










ae 


Left to right: Joe Bracco, clerk; L. F. Carmody, credit manager; J. C. Kelly, 





“Hotpoint” king for Montana; W. E. Graham, manager; W. O. Smith, G. E. regiona| 


specialist. 
Hinds representative, is obscured. 


All are of Butte Electrical Supply Co., Butte, Mont. 


Art Vien, Crous: 





should be covered by a lamp agent. 
But if a salesman already has an 
agent in a particular retail center who 
is doing a satisfactory job he should 
not add a second agent unless he con- 
vinces himself that his share of the 
business in the vicinity cannot be ob- 
tained through a single agent. One 
enthusiastic $600.00 agent, for in- 
stance, is much more valuable than 
two dissatisfied $800.00 agents, each 
sore because his neighbor also has an 
agency and constantly threatening to 
switch to another make of lamp for 
this reason. 

Hence the salesman’s problem is 
not to secure as many agents as pos- 
sible but to secure as his agents the 
best merchants retail com- 
munity in. his territory. In _ each 
shopping center where he does not al- 
ready have a satisfactory agent he 
should carefully study the various 
merchants and select as his prospec- 
tive agent the one who appears to be 
the best merchandiser, regardless of 
whether he an electrical, 
hardware, variety, drug or other kind 
of store, and concentrate his efforts 
This pros- 
pect either has a lamp contract with 
a competitive jobber, is selling “‘inde- 


in each 


operates 


on this chosen prospect. 


At last we succeeded in getting a good picture from Rex Electric, Inc, New 


Orleans, La. 
agent; C. 


Left to right: M. J. Elgutter, president; G. A. Elgutter, purchasing 
A. Disher, secretary, and Ed. C. Gautre, salesman. 


Michael S. Elgutter, 


sales manager, should have been in this picture. 


pendent” lamps, or is not at present 
selling lamps. The attack must ly 
planned accordingly. 

If he is selling competitive lam). 
there are several ways of approaching 
him. Talk up the service rendered 
by your house, the consumer demand 
created by national advertising for 
your make of lamps, the superior win- 
dow displays, counter displays, and 
other advertising helps furnished }\ 
your lamp manufacturer, and your 
own desire to help him increase his 
lamp sales—citing your accomplish- 
ments with some of your own success- 
ful agents (perhaps these agents 
would be willing to call up your pros- 
pect, at your suggestion, and tell him 
just how you had helped them to do 
more business). Even go so far, if 
in your judgment the individual situ- 
ation warrants, as to suggest to him 
various ways of selling more lamps. 
just as if he already were your agent. 
Then when renewal time 
around you can say to him, “I have 
helped you sell more lamps, I have 
given you more constructive help than 
the salesman of the house with which 
you now hold your contract. I fee! 
that I have earned you lamp contract 
and if I receive it will give you even 
more assistance than I have in tli 


comes 


past.” This plea will be well-nigh 
irresistible. 
With some _ agents,  especiall) 


electrical contractor-dealers, consumer 
contracts constitute the larger part o! 
their lamp business. To switch them 
it may be necessary to “buy” their 
business by turning over to them con- 
sumer contracts for a larger amount 
than they already hold under their 
competitive agency. To meet sucli 
situations a salesman should always 
strive to have several consumer ¢vn- 
tracts which he holds direct and whi«l. 
on occasion, he can put through 2 
agent. 

It is oftentimes difficult to persuade 
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eve that selling illuminating 

glassware is profitable to the jobber 
and that special types are required to meet 
the varied needs of today the Inland Glass 
Works is devoting its every activity not 
only to a better line of standardized glass- 
ware but to specialties which meet a very 
definite need and create untold new and 
profitable sales opportunities for jobbers’ 
salesmen and their dealers. 

And overnight service is available to 
most jobbers, which because it improves 
the service and reduces the stock invest- 
ment necessary is another important factor 
that increases profit. 


INLAND GLASS WORKS, Inc. 
CHICAGO, ILL. 
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Jeannette Tensolite 


“ALL-IN-ONE’ 





A Made 


New of 
Light 
For a 
iece 
Bedroom 
of 
Hall Tensolit 
Kitchen —— 


Bath Glass 








Patent Applied For 


New—Different 


Beautiful—Practical 


Made of one piece of translucent “Tensolite.” 
Faultless for transmitting light. Free from 
shadows or dark spots. 

Absolutely sanitary. Dust proof. Insect proof. 
Easily cleaned. No enamel to chip or discolor. 
Applied to outlet in one half the time required 
with the old style unit and holder. 

Sold only through jobbers at an established 
resale price. 

Jobbers—Write now, or better still—wire, as 
territory is closing rapidly. 


100% Jobber’s Protective Policy 


JEANNETTE 


SHADE and NOVELTY CoO. Jeannette, Pa. 

















a dealer selling independent lamp, 
that he can sell Mazda lamps to bet- 
ter advantage. Perhaps the most con 
vincing argument is to cite some of tl 
larger chain store systems which ar. 
now very successfully selling the lat 
ter. Consigned stocks, consumer ac 
ceptance created by national advertis- 
ing, superior display racks, signs and 
other advertising material and better 
quality of merchandise are the reasons 

If the prospective agent is not al- 
ready selling lamps it usually is not 
difficult to sign him on a probationary 
contract, in spite of the small initial 
discount, becaused the consigned stock 
requires no investment and becaus 
lamps are a staple and will attraci 
customers who will make other pur- 
chases at the same time, and yet the) 
require only a small amount of space 
for their display. Also the attractiv: 
window displays offered by the man- 
ufacturers will help solve his window 
dressing problems. And perhaps a 
consumer contract can be swung his 
way which will lift him out of the 
probationary class in a short time. 

Building up lamp agency business 
requires time and patience but well 
planned efforts in this direction can- 
not help but prove highly profitable 
in the long run. 

XIV. SELLING LARGE LAMP 
CONSUMERS 

All concerns and individuals whose 
purchases of incandescent lamps ex- 
ceed $75 a year are prospects for con- 
sumer lamp contracts. It is probably 
impossible for any jobber’s salesman 
to actively solicit all such prospects 
in his territory. He can only select 
as many of the more important ones 
as his time will allow him to follow 
up. 

Nearly all large users of incandes 
cent lamps may be found under on 
of the following twelve groups :— 

Industrial plants; including fac 
tories, mills, warehouses, dairies. 
newspaper plants, bakeries, etc. 

State and municipal governments: 
blanket contracts covering all depart- 
ments. 

Public and private institutions; in- 
cluding schools, colleges, hospitals, 
sanitariums, Y. M. C. A.’s, ete. 

Theatres. 

Restaurants and clubs. 

Office and loft buildings. 

Large stores. 

Hotels. 

Public Utilities; gas, electric, water. 
railway, trolley, bus, etc. 
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The Secret of Leadership 


N° matter what improvements, re- 

finements, or niceties are intro- 
duced into a mechanism, if they are not 
anchored by quality, workmanship and 
fine materials, they will not serve with 
permanence. 


And right there lies the open secret 
of Robbins & Myers Leadership in Elec- 


tric Fans. 


The style of R & M Fans, their re- 
finements of design, their niceties of 
operation are all underlaid by quality— 
the best in materials, the topmost in 
manufacturing skill. 


For 1928, jobbers are assured that 
this distinctive feature of R & M Fans 
will be maintained. 


The Robbins & Myers Co. 


SPRINGFIELD. OHIO 


Agencies in all Principal Cities of the World 
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And Now a Beautiful 


rr I 6 ee 









OR years we have felt that an electric fan could be made 
beautiful as well as practical. With that thought in mind 
our engineers developed the new Air Circulator. 


How well we were justified in our attitude is most gratifyingly 
expressed in the public’s reaction to this beautiful fan. 


Harmonizing with the finest homes it is, at the same time, so 
priced as to be within reach of all. And, obviously the additional 
feature of safety in operation is playing no small part in creating 
the unusual market we are enjoying. 


Jobbers are offered 
the new Air Circula- 
tor backed by a job 
ber policy which 
spells volume of 
sales, rapid turnover 
and attractive profit. 

You are invited to 
write us at once for 
territorial arrange- 
ments. Act today! 





Sold Through Jobbers 


Electro Dental Mfg. Co. 


Philadelphia, Pa. 











Local chains of stores; 
drug, gasoline stations, etc. 
Out door advertising companies. 
All owners of large’ electric signs 
A list of the more important co: 
cerns in each group can be made ; 
for any territory without a great 
amount of effort and this list followe 

up as time permits. 

While the jobber’s salesman should 
personally follow his larger prospects, 
there are many smaller ones in eac) 
community which his agents are quite 
capable of soliciting. A few at a time 
he can suggest the names of these 
smaller prospects to his agents and 
encourage them to go after this busi- 
ness themselves. 

To follow prospects properly for 
consumer lamp contracts, a simple 
record is necessary. A small card in- 
dex which can be easily carried in the 
salesman’s car works out very satis- 
factorily. A card can be made out in 
advance for each prospect and _ thie 
necessary information noted immedi- 
ately after the first call. Tabs can 
be used for each month and the card 
filed under the month when, in the 
salesman’s judgment, the next call 
should be made. A simple form of 
eard for this purpose is shown here- 
with. 


grocery, 


Firm. Address. 
See Mr. 

Present Contract with 
Amount Expires. 
Remarks 


Date of Calls 


It will be found that some con- 
sumer lamp contracts are held by com- 
petitors because of close personal 
friendship or because of reciprocal 
business relations. A great deal of 
time and effort might be devoted to an 
unsuccessful attempt to break down 
these obstacles. Therefore the sales- 
man’s chances of securing new lamp 
contracts are greater with those pros- 
pects where these conditions do not 
exist and such prospects should be fol- 
lowed first. 

Manufacturers’ advertising, while a 
less important factor with prospective 
lamp consumers than with lamp 
agents, is nevertheless worth stressing 
because national advertising instills 
public confidence in the quality of the 
product advertised. The strong:st 
factors in securing consumer lamp 
contracts are the personality of the 
salesman and the reputation and serv- 
ice of his house. 








ee 
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/ ways in 
which Romex saves you money 


1. Your handling charges 
are lower. 


2. Your stock investment 
is smaller. 


3. Your stock takes up 
less room. 


4. Your freight charges 
are lower. 


5. Yoursupply of fittings 
can be greatly reduced. 


6. Your contractor cus- 
tomers make more 
money oneach joband 
your credit risks are 
better. 


7. Youmake more money 
on each individual sale. 


If you would like toknow 
more about saving 
money with Romex, 
write for the latest 
Romex booklet. 








stearnen cubes ROME WIRE COMPANY 


DIVISION of GENERAL CABLE CORPORATION 


: 4 Rome, New York 
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- ROME WIRE 


a x08- 
the 2808-R 
yest 


mp 





the 


«| FROM WIRE BAR TO FINISHED COPPER WIRE 
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ANYTHING 


Your Contractors 


Want | 





“Steel City” Patented Bar Hangers 
Straight Bar and Stud — Shallow Offset — Deep Offset 
Old Work — Universal Box Cleat 





“Steel City” Set-Up Boxes — Cable Box and Straight Bar Hanger 
All “Steel City” Outlet Boxes can be assembled on patented Bar Hangers 


t 


oe TTY 
‘ 


poo wocanunnd UhANtHTNL ~~ 





“Universal’’ Watertight Conduit Coupling 
Makes watertight joint 


“Star” Locknuts 
Standard and Oversize 


45° and 90° Squeeze 
Connectors — Made of 
Malleable Iron— 


Approved by Underwriters 





Devoting itself to the contractor's requirements, the Steel City Elec- 
tric Co., through its jobbers is supplying the contractors with every 
conceivable product necessary for wiring an installation. 

We offer you a complete line. Run down the list of your con- 
tractor’s needs, specify “Steel City” and the complete order for wiring 
products is yours. 

Write for our latest catalog No. 35. 


Sold through Jobbers. 


Steel City Electric Co. 


PITTSBURGH, PA. 

















J. A. Duncan 

(Continued from Page 16) 
the end of the chapter. He got ji) 
touch with Nate Harvey and Le) 
Cushing of the Illinois Electric Co 
They proved willing to hire him \\ 
R. (with risk). He took over their 
Iowa territory in 1908 and travele: 
it for 12 years, being called into th, 
office in 1920 to become associated 
with the house organization as sales 
manager. 


In 1927, he took his final step with 
the company when he was appointed 
vice-president of the organization. 


Mr. Duncan was married in 1900 
in Ft. Wayne, Ind. He has two 
children, a daughter, Dorothy, and a 
son, Jack. Dorothy studied at North- 
western University, while Jack who is 
just 14 is headed for an engineering 
course. The family live in Kenil- 
worth, Il. 


John Duncan has not, however, 
confined himself solely to the business 
of his own company. He has un- 
selfishly given his time in the interest 
of organization work as well. He is 
chairman of the Central Division EF. 
S. J. A., a member of the executive 
committee W. A. J. A., and is ex- 
tremely interested in the activities of 
The Electric Association of Chicago, 
believing it to be for the uplift of the 
industry. He is, also, intensely con- 
cerned in radio problems and is anx- 
ious to see the radio jobbers carefully 
trained in their functions. 


John is a member of the Medinah 
Shrine, Scottish Rite Consistory of 
Des Moines, Bunker Hill Golf Club, 
the I. A. C., the Electric Club and 
the Prosperity Club. 

A particularly commendable feature 
in the character of this man who is 
held in such high esteem in the in- 
dustry is his interest in the young 
men in the organization. No matter 
whether he is hiring an errand boy, 
a mail boy or clerk, he does it with 
one thought in mind—to train them 
all in the policies and products of 
the company with the intention of 
some day making them salesmen. ‘To 
him, they are taking a course in sales- 
manship, and all the opportunity in 
the world is given them to achieve 
that purpose. 

John Duncan’s story would not be 
complete without relating the incident 
of the “stuffed Drake.” Some years 
ago, he shot a red head drake in South 
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of rubber- 
look alike, 
that tells 


wo pieces 
covered wire may 
—but here’s the test 


EN you men who know wire 

sometimes are almost deceived 

by appearances. But never are you 
deluded by results. 

Dating back almost to the dawn of 

the first flickering incandescent 


globe, the makers of PARANITE 


4 have kept faith with those who spe- 
a = cify and work with wire. From 1890 
Parallel Solid Duplex until this morning eee thirty-eight 

ossaneinan years... PARANITE has symbol- 


nd a > pARANITE ized dependability. 





Flexible Braided Cable 










ah 


of 








. No. 14 Single Solid Remember, no one ever did a good 

a wiring job with poor wire. It doesn’t | 
7 = pay to guess or gamble. Specify | 
ter Style A Heater Cord PARANITE. 




















OV, 
rith 
em 







INDIANA RUBBER @ INSULATED WIRE CO. 
JONESBORO, INDIANA 


ee 


No. 18 Green and Yellow 









of Lamp Cord 811 Marquette Bldg. 63 Vesey Street 
f Chicago, Illinois New York City 
’ Western Representative 
0 H. F. Boardman Walter I. F & Compan 
400 Hibernian Bidg. Los Angeles 208 Baltimore Bldg. Kansas City, Mo. 
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30000Deales 


are being told about 
SIGNAL Pais every month 


| hws 


| Say. 
\ 





| 
aes 


«aw: 


Signal Table Fan 


One of the new fans brought out this season. 
Dealers are being urged to display this fan— 
Beautifully de- 


it creates instant 
signed—finished 
$20.00. 


go to making sales 





attention. 
in white—it 
Its attractiveness in design and finish 
—its efficiency as a fan—its popular price all 


retails 


for dealers. 


This month dealers are being told especially 
about the Signal Household Ventilating 
Fan, as the leader. This fan is popular 
because it provides ideal ventilation for the 
home or office, at a price the average con- 
sumer can afford—retail price $18.00. 
Every day dealers are extending their mar- 
ket on the Signal Household Ventilating 
Fan. It is an every day sales opportunity. 


for 





Signal Cool Spot 


An efficient little fan that dealers are 
taking to readily, because it meets the 
demand for a good small fan at a low 
price. 
ity non-oscillating fan—retails for 
$5.50. Light in weight—well made— 
attractively finished. 


The Signal Cool Spot is a qual- 


Signal Fans Soild Through the Jobber 


The 30,000 dealers being told about 
these Signal fans during May are urged 
to see their jobbers without delay. Are 
you prepared for their calls? 


SIGNAL ELECTRIC MFG. CO. 
‘Manufacturers of Fractional H. P. Motors” 
MENOMINEE, MICHIGAN 
Export Office: 56 Wall Street, Room 225, New York 


Branch Offices: 


Boston 

New York 
Philadelphia 
Atlanta 





Denver 
Pittsburgh 
St. Louis 
Chicago 


Dallas Seattle 
Minneapolis Toronto 
San Francisco Winnipeg 
Los Angeles Buffalo 


ppt 


Uddddddddddee 








Dakota, took it to a taxidermist an 
had it mounted. With a feeling 0: 
pride, and certainly of sincerity | 
sent it to Lem Cushing. In the mean 
time, however, some Iowa wit, took 
the picture reproduced here (a cover 
from the Saturday Evening Post), 
pasted John’s head on it and sent it 





| 


ASK | 
DUNCAN 


4 











Mr. 


to Cushing. He, in turn, to 
further carry on the joke had 1000 
prints made of it which were mailed 
to every customer in John’s territory, 
and to the manufacturers as well. 
John swore he shot the drake. Ti 
picture was direct evidence that lic 
had bought it. And, his Iowa friends 
submitted with the picture a sworn 
affidavit that he had purchased it. In 
any event the publicity did not hurt 
him a bit and today this card is num 
bered among his most cherished pos 
sessions. ‘ 
Here is one more man who 
forged his way to the top, despite thi 
obstacles that confronted him. Along 
the route he has made many friends. 
and when in March of+this year |i 
celebrated his twentieth anniversary 
with the company, these friends, far 
and near, sent their best wishes to this 
man who has won their friendship 
and their loyalty by his honest and 
square methods of meeting people i: 


business and social life. 
* * * 


Hard Luck Sam 
(Continued from Page 12) 
and instead of commas, etc., he put 
in a sock on my jaw for every pause. 

Through all the blood and stars | 
seen Gaston picking up his hat. ‘Tlic 
thought that he was leaving me alon 
with this other brush-ape gave me 
everything Houdini had and I broke 
out of Gallagher’s headlock just in 
time to save the rest of my teeth. | 
tell you, Phil, it was a hell of a plac 
for two guys to wallow, as that floor 
was full of steel brackets and bags 
of bolts. 

Well, I got home more dead than 
alive and told Alice I was run over 
by a truck, which didn’t fool her 
none, as I heard her telling her sis- 


has 
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These> 


Bryant Heater { 
BRANT and Motor Control ‘ 
Switches 





A few of over three thousand 
“Superior Wiring Devices” 
listed in our Catalog 


“New Wrinkle” Sockets 

“Perkins” Switches 

“Pyrotite” Fuse Plugs 

“Uno” Shade-Holders 

“Wrinklet” Sockets 

“Yankee” Switches 

“Spartan” Receptacles 

“Titan” Sockets 

“Brylock” Locking feature for Lamp Sockets 
“D.D.” (Disappearing Door} 


Receptacles and Plugs 


‘“Dubl-Duty” Two-way Sockets 

“Elexit” Devices 

“Junior” Rosettes 

“Perma” Finish for Flush Plates 
“Spar-Tap” Two-way Sockets 

“Undark” Luminous Pendants and Inserts 
“Glo-Guide” Luminous Switches 

“De Luxe” Wood Inlaid Flush Plates 
“Templus” Composition Plates, Plugs, 


Switch and Receptacle Bodies 


“Dugle” Two Circuit Single Gang 


Flush Switches 


“Trigle” Three Circuit Single Gang 


Flush Switches 


“Ripple” Attachment Plug Caps 







are of interest to manufacturers of elec- HEATER SWITCH 
tric ranges, water heaters, table stoves, pe 6279 
etc., and to the builders of motor driven (Less cover] 


machinery requiring positive motor con- 
trol. 


HEATER SWITCH No. 6279 


.. a single pole, series parallel three-heat- 
and-off switch of reversible action. Built 
to the rigid Bryant standards, it will give 
positive heat control over a long period 
of service and resistance to possible over 
loads. No. 6279 is of standard Bryant 
design though special typesare provided 


to meet unusual needs. B R\ A N 7 





EXPULSION TYPE SURFACE SWITCH EXPULSION TYPE SURFACE SWITCH 
No. 782 No. 782 for Motor Control 
: {Less cover} 


.. this new switch was designed espec- 
ially for inductive loads in 3-phase 
motor control up to 2-h. p. 


Write for a copy 


thi talo 
An unusually well made switch of great of this catalog 


strength and positive action. Two covers 
are available -- pressed steel or cast iron - 
each dust proof. 


In factories, textile and flour mills, this 
switch will prove its super-qualities. 














THE BR Y AN | ’ ELECTRIC COMPANY 
BRIDGEPORT, CONNECTICUT 


NEW YORK 


PHILADELPHIA CHICAGO SAN FRANCISCO 





A_SUPERIOR WIRING DEVICE for EVERY ELECTRICAL NEED 
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Pacific Coast Branch, “The Better to Serve you in the West,” 


NOW Is the Time 
for You to Get Your 
Fan Stocks Out 


T’S an unusually early spring—already there have been some 
record hot days—in all parts of the country. 


Don’t let your dealer get caught without fans when the first real 
hot spell lands on us. This year the STAR-Rite line offers any- 
thing in fans they need. 


Leading the line is the 8 inch complete with cord and plug at 
$6.50, in Canada $7.95. It’s a sturdy durable breeze-maker and will 
probably be your best seller. Start and stop switch in the base. 
Three beautiful finishes, black and brass—old ivory and nickel. 


The 10 inch oscillator also comes in black and brass, old ivory 
and nickel. A special finish that will not chip or rust controlled by 
convenient starting switch in base. The STAR Rite oscillating fans 
have gears produced on special gear-cutting machines that insure 
accuracy to 1/1000 of an inch. No induction. Complete with 
cord and plug $13.50, in Canada $16.75. 


The 10 inch straight fan is the heavy duty item of the line. It 
can be run day and night, day in and day out. Three speed control 
switch, cord, plug, heavy blade guards, felt padded drawn steel base, 
sparkling all over nickel finish. Retails at $10.00, in Canada $12.25. 


The 12 and 16 inch oscillating fans are guaranteed in every way. 
They are produced in both in- 
duction and direct current types 
with heavy three-speed rheo- 
stats. Black with solid brass 
blades—N OT BRASS 
PLATED—12 inch fan $25.00, 
in Canada $32.00,—16 inch fan 
$30.00, in Canada $38.00. 


Push them out, from your 
shelves to your dealers. 


with Cord and Plug 


8-inch Fan, Complete $650" 


In Canada $7.95 





ite 


ELECTRICAL NECESSITIES 
Fitzgerald Manufacturing Co. 


Torrington, Connecticut 
Canadian Fitzgerald Company, 95 King Street, East, Toronto, Ont. 


San Francisco, Calif. 
Makers Never-Leak Automotive Gaskets 





' come from __ their 





1211 Van Ness Avenue, 








ter something about “talking out of 
turn again, I guess.” 

The Old Man came to see me yes 
terday and couldn't keep his fac 
straight. But the old swindle-sheet 
is going to suffer for all this bridge- 
work, etc., so let him laugh. And 
what do you think, Phil? The Old 
Man says he told Gaston the whole 
thing and the kid went out to apolo- 
gize to Big Red, and doggone if Gal- 
lagher didn’t give him a big order 
and served notice on the house that he 
won't do business with nobody but 
Gaston from now on! Poison, do 
your stuff! 

Yours for World Peace 
Sam 





Fiftieth Anniversary of 
Electric Lighting 

Two of the pioneer inventors in 
electric lighting by arc lamps, men 
who helped to “mystify” the public 
50 years ago, rivals then, but friends 
long since, met on April 18 at the 
Franklin Institute in Philadelphia 
to tell each other what wonders have 
original little 
dynamos and electric lighting sys- 
tems. 

They first met early in 1878 in 
the same old lecture hall at the 
Franklin Institute where now they 
later came together for this unique 
two-man reunion. In that year Pro- 
fessor Elihu Thomson, the younger 
of the two was just 25, but a pro- 
fessor of chemistry at the Central 
High School in Philadelphia and a 
popular lecturer of much renown at 
the Franklin Institute. 

The other pioneer, Charles Francis 
Brush, was not quite 29. He had 
come on from his home in Cleveland 
because the Franklin Institute then 
was conducting some notable tests of 
contemporary electric dynamo ma- 
chines. Among these being tested 
were two of the type which Brush had 
invented. That was two years before: 
and the Brush machine was the first 
commercial dynamo brought out in 
the United States. 

When it was publicly exhibited, 
together with a lone arc lamp, at Cin- 
cinnati in 1877, it became the talk of 
the town. The arc lamp was set 


aglowing outside the home of a “‘dar- 
ing man” who was willing to risk fa- 
miliarity with such a device—and the 
astonished comments of his neighbors 
—by sponsoring the exhibition. 
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“In the Night 
\, all Cats are Gray” 


UT under proper illumination all things are shown 
in their true color values. 

Merchants everywhere are realizing this fact, and it 
is nOW up to you, your salesmen, and your contractor-deal- 
ers to “cash in” on this “Light Consciousness.” 

Just consider what we offer you—your own exclusive 
unit absolutely controlled in your territory—properly priced 
—scientifically correct—backed by sales and advertising co- 
operation. 

And behind it all, a specialty the profit in which must be 
fully appreciated by you. 

2 There is not only profit in individual sales, but also there 
es is a “pyramiding profit” due to rapidity of turnover. 
Write at once for full details on the C L G proposition. 


CONSOLIDATED 


LAMP & GLASS COMPANY . CORAOPOLIS, PA. 
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assembled 


SPLIT KNOBS 


HOLD 
SECURELY! 


Years of continuous service all over the country 
have proved Bull Dog Split Knobs to give unfailing 
satisfaction. Made of hard, white, vitreous porce- 
lain, glazed and assembled with long resin coated 
nail, leather washer under nail head and recess in 
bottom piece, they give sure, positive protection. 


Years of practical experience and the resources 
of a highly specialized organization are back of 
Illinois Bull Dog Split Knobs, Cleats and Tubes. 
Specify them on your next job. Bulletin No. 9 
gives complete information. Write for it today. 


Illinois Electric Porcelain Co. 
Macomb Illinois 


ILLINOIS 


INSULATORS 


‘SOLD THROUGH JOBBERS’”’ 








a 





‘which were 








———O 








Every night a crowd of hundreds 
of persons collected in front of the 
house. They could not understand 
that light. They could not believe it 
was free from trickery of some kind 
or other. 

One man explained to his friends in 
the crowd that the little box inclosing 
the control mechanism was filled with 
oil, which flowed down the side rods 
and fed the lamp. 

Only a few months after the tests 
at the Franklin Institute closed, 
Brush are lamps were installed in 
John Wanamaker’s store in Philadel- 
phia, and the crowds again gathered, 
again stared and again offered va- 
rious weird explanations as to their 
operation. 

It was common for writers to call 
arc lamps “miniature moons held cap- 
tive in glass globes.” 

When Thomson and Brush met in 
1878, however, engaging in a long 
discussion about electric dynamos 
while they watched the little machines 
being tested operate 
“under load,” neither supposed for a 
moment that they would one day be 
commercial competitors and the elec- 
trical heads of large rival companies. 
Yet within another year young 
Professor Thomson was on the market 
with a dynamo of a different design, 
but in every way as practical as 
Brush’s. 

These two early systems led the 
march of electric lights into the every- 
day life of America. They spread 
with amazing swiftness during the 
first 10 years, and the appearance in 
1884 on a commercial basis of Edison 
incandescent lamp added the finishing 
touch. From that moment electric 
service systems grew faster 
spread farther and brought electrical 
things into the intimate lives of the 
millions. 

Brush’s first dynamo, which was 
tested just 50 years ago at the Frank 
lin Institute and found to have an 
efficiency not over 38 per cent and a 
capacity of about one-half of a kilo 
watt in the one-light machines, seems 
diminutive besides the monsters of th: 
modern era. In the shops of the Gen 
eral Electric Company, which suc 
ceeded to the inventions and business 
of both Brush and Thomson, a hug: 
generator for use with a steam tur 
bine has just been completed having 
an efficiency of about 85 per cent, anc 
a capacity of 90,000 kilowatts, o 
120,000 horsepower. 


and 
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KONDU-BOX 


REGISTERED IN U. 8S. PATENT OFFICE AND CANADA 








Continuous 
Grounding 
Assured 


Tests Have Proven That 


(See tests below) 





The KONDU BOX patented bushing has con- 


| ; centric rings inside which sink through the 
enamel, imbedding themselves in the metal, thus 
assuring a continuous ground. 
This cut shows a cut away view of conduit in 
ENAMEL a KONDU bushing. The magnified part plainly 


shows that the rings are of such a height as to 
CONDU IT sink through the enamel into the metal. For fur- 
ther proof read conductivity tests below. 








KONDU BUSHING 


THE THREADLESS CONDUIT FITTING 


CONDUCTIVITY TEST It is not necessary to 
The tables below were compiled to show the conductivity of KONDU FIT- scrape off any coating 
TINGS versus threaded fittings, expressed as millivolts drop at 150 amperes, all on which may be on the 
black enameled pipe. General run of work. : : 
conduit to insure a con- 
¥%”" Conduit 1” Conduit 1%” Conduit 1%” Conduit tinuous ground. 
KONDU Threaded KONDU Threaded KONDU _ Threaded KONDU Threaded 
Fittings Fittings Fittings Fittings 
Black Black Black Black Black Black Black Black 
21.4 65 24 76 20.8 47 24 48 
26.8 68 25 66 21.4 44 23.8 54 
25.4 59 42 67 20.8 46 23.4 44 
27.5 54 29 65 24.4 40 23.6 38 
23.8 62 42 58 26.2 44 20.5 47 
25.0 58 28 50 29 34 18.8 39 
27.6 82 25 66 27.3 40 17.3 42 
23.8 68 29 60 25.7 40 22.2 38 
MILLIVOLTS DROP AT 150 AMPS. 
KONDU ACROSS THREADED FITTINGS 
Bushings Nuts Casting Across Casting 
yy” 16.2 15 13.8 53 
%” 17 15 10 46 
a 13.5 11.5 10.2 43 
1%” 14 12.6 1l 37 
1y” 16.8 16 10 30 
2” 10.3 9.6 8 28.6 





TEMPERATURE IN %” CONDUIT LINE WITH 150 AMPERES 


PASSING THROUGH IT You can plainly see 
Room Temperature—23° C. from this cut that the 
Conduit* Conduit? : ° 
Oo HREADED TTINGS KONDUS y Between rig gga uammee 
KONDU T ED FI hreaded Fittings ; . 
$7.5° C 49.5° C. 39.0° C. 45° C. in the metal. This 
ot.8° re. se 43° piece of conduit was 
“ “ 42° 

; : ase 
*814” of conduit exposed between each pair of KONDUS. taken out of a % 

79” _ of Threaded Fittings. bushing. 


KONDU SOLD THROUGH JOBBERS 


Erie Malleable Iron Company 


Kondu Division PRINCIPAL CITIES Erie, Pa. 
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Sold for 15 Years 
— Still Selling Fast — 


that’s GYROFANS’ Record 






OW is the time when GYROFAN Ceiling 
orders are marked ,RUSH—when i slg 
stocks dwindle faster and faster—and een 
when your yearly profit on GYRO- Ceiling. 


FANS will be largely decided. 


Make sure that you can 
deliver ALL the Gyrofans 
your dealers will call for. 
CHECK UP your GYRO- 
FAN Stock NOW. 





A Few Suggestions 
to Boost 
Your Gyrofan Sales 


YROFANS offer your sales- 

men “something different”’ 
—and striking—to talk about 
—something that’s so obvious- 
ly easy for your dealers to sell 
that they’ll buy readily. 


Show them that every ceiling 
type Gyrofan they sell may 
mean an extra little hanging 
job they don’t get with the or- 
dinary fan; and that the col- 
umn fan enables the breeze- 
center to be placed anywhere 
in the office, hotel, etc., wheth- 
er there’s a desk or table to 
stand it on or not. _And—an- 
other big point—Gyrofans are 
never “dead stock,’”? because 
they are— 


Reliable — No ‘‘Servicing’’ Losses 
Effective — ‘‘Cool’’ but not *‘Cold”’ 
y Profitable — Easy Sales & “Repeats” 
“ a ‘‘Refreshing as a Spring Breeze’’ 


The ABolite Reflector Co., 


7500 Stanton Ave., © CLEVELAND, 0. 


Standard 
Height, 
6 ft. 10 in. 


























Doesn’t look old enough to be a grand- 
father, does he? Just the same this is 
R. M. Sutton, president, Sutton Electric 
Supply Co. Wichita, Kans. Now if 
George Gruenwald will send that one of 
the horse shoe pitchers, we’ll all die happy. 





Ten Electrical Commandments 


1. Thou shalt have no needless 
drudgery in thy home—delegating to 
electricity all wearisome tasks. 

2. Remember the cellar light— 
don’t leave it burning. 

3. Thou shalt not permit the cords 
of thy appliances to become frayed 
and worn, and easy prey to short cir- 
cuits. 

4. Thou shalt not allow the frost 
to gather to an unseemly depth upon 
the freezing unit of thy refrigerator. 


5. Remember the bag of thy 
vacuum cleaner to keep it empty. 

6. Thou shalt not forget that elec- 
tricity is cheaper than eyesight, and 
shall use freely of the first to preserve 
the second. 

7. Thou shalt not tax thy electric 
circuits beyond their capacity lest they 
blow out their fuses. 

8. Thou shalt not fail to keep 
extra bulbs in the house against the 
day when they shall surely be needed. 

9. Thou shalt have at least one 
light in every room controlled by 2 
switch near each door,—thus will you 
save much stubbing of toes and bark 
ing of shins. 

10. Thou shalt utilize thy toaster 
and thy percolator and all thy table 
appliances to the fullest extent, for 
thus wilt thou add to thy own comfort 
and thy family’s enjoyment.—‘Elec- 
trovox.” 
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THE EASIEST SELLING 
SECONDARY RACK 
ON THE MARKET. 


This new Oliver Secondary Rack has been 


acclaimed “the finest rack ever made” 


Here are the facts that will enable you 
to sell this improved rack easier than 
any other type ever offered to your 
trade— 








1 Made completely from new-rolled open-hearth steel 
with one-piece back (not pressed). 


2 Drop forged points securely riveted to the back. (Im- 
possible to work loose). 


3 Flexibility in mounting (mo washers required under 











bolt-heads). 
4 Broad bearing surface on points supporting rack-bolt. 
Simplicity of design eliminating all small parts. Will 
, safely carry the heaviest types of construction. 
y 6 Back is curved to fit pole. 
7 7 Standard hole spacings for mounting. 
‘ 8 Point is designed with rounded surfaces which elim- 





inates scoring line wires during their installation. 
This is Rack No. 2038 


1c 
Galvanized by the “Fassinger Process” means longer life 
.p due to its superior rust-resisting qualities. 


he 


d. And it sells at the same price as the ordinary Rack. Why not let us send you a sample order? 


ne 


: Oliver Iron and Steel Corporation 


SOUTH TENTH AND MURIEL STREETS 
a PITTSBURGH - PA. 


* 
“OLIVER THE LINE” 





ort 
lec 
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METER SERVICE SWITCHES 


A Acces- 
1908 sible 
Murray Main 


Switch Fuses 












Installation 
of 1928 Type 
Murray AA Switches 
Accessible Main Fuses 






Why not send for catalog,—showing all types? Contractors 
enjoy wiring a Murray Switch—easy wiring is built into every 


one. They cut down sales resistance. The demand is con- 


tinually increasing. 


METROPOLITAN 
DEVICE GORPORATION 


1250 ATLANTIC AVENUE 


CHICAGO PITTSBURGH DETROIT 
PHILADELPHIA ST. LOUIS MINNEAPOLIS 
BOSTON ATLANTA SEATTLE 


NEW YORK 
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MURRAY 








O. Z. Oyler is managing partner of the 
M. A. Hartley Electric Co. branch house 
in Gettysburg, Pa. The main house is in 
Northumberland, Pa. 





New Home for County Corp. 


All alterations for the new premises 


| of the County Electric Supply & 


Radio Corp., Yonkers, N. Y., at 225 


| So. Broadway, have been completed. 


The new home gives them a ware- 
house, suitable showrooms 
facilities essential to the proper func- 
tioning of an electrical wholesaler. 
This company was recently signed 


and al! 


_up by the Emerson Electric Mfg. Co. 


of St. Louis as distributor. 
* * * 
Syracuse Business Increases 
The Syracuse Supply Co., Syracuse. 
N. Y., reports that business has in 
creased to such an extent in the past 
two years that it has been found 


| necessary to install a complete Lam 


| having gone to Havana. 


son conveyor system for their materia! 
and also a tube system for inter 
office correspondence and orders. 





Leonard S. Samel, who 
is secretary and general 
manager of the Garfield 
Electrical Supply Co., New 
York, was married on 
March 24, 1928. He is at 
present on his honeymoon, 








While there he will ap- 
point several distributors who will handle 
several of this company’s fixture lines, als 
electrical supplies. The company has 4) 
export department fully organized, t!« 
sales force consisting of 80 agents dis- 


| tributed throughout Latin America. Mr 


Samel always maintained that he would 
never marry. But he met “the” girl, whi 
by the way was a winner in one of t!i 


| Atlantic City beauty contests. 
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aS _ INO 
OD OTHER PATS pend! 


The Smallest 6 Amp. Pull 
he Switch Made 


se 


- for the Individual Control 
of Lighting Fixtures 


Ss Redesigned and built of heavier sections, the new Levolier 
& : Fixture Switch will stand up continuously under any service— 


Even the smashing wear and 
i tear of switching a cold 
: 500-watt gas filled lamp 


: It is the solution of individual control of high-wattage lighting fixtures. It local- 
izes lighting; economizes in the use of current; cuts down installation costs; facili- 
tates changes and replacements in the lighting system. 


With all this improvement there is no advance in price over the old Levolier Switch for this new 
super-switch. It will carry the same catalog number, 61, and the same standard package quantity. 


: Used as a Link Switch in Chain Fixtures 





! ee av 
| : The New Levolier Fixture For | 
. ’ Switch is ideally adaptable as _ Ceiling 
, ' ° Pans 
. an integral part of chain fix- 
a tures when used as a link j 
: switch. The link attaches to 7 — 
the fixture ring, preserves the | {Cgeaniee af 
Sip 2 endant 
| original length of chain. When Fixtures 
| installed in fixtures that have 
been previously hung it takes U dab & 
| | @ the place of one of the chain ,o5;,, if 
| 7 | & links, without necessitating Knockout | | 
J rewiring or splicing of lead *Sondvit ¥ 





wires and without taking 
down the fixture. eaten 
of ce 


Write to us for free sample #—\)\ and Store 
Fixtures 


McGill Mfg. Co., Valparaiso, Ind. 
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SELL COMPLETE CONVENTENCE i 























Use your | 

















aN) 


C-H Automatic Door Switch can 
be installed in any door jamb. 
Light is turned on automatically 
whenthe door is opened. Especially 
convenient for lighting closets. 
Designed to fit in any type of box. 
Approved by the Underwriters. 


aNG 














aN 


The CH Push-Button Switch for ‘ 
flush mounting. Made in single- 
pole and 3-way types. Shallow con- 
struction and large binding posts 
make installation easy and quick. 
Approved by the Underwriters. 





aN 
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knowledge this way 


Help the builder get every home com- 
pletely wired. Satisfy the owner for all 
time—boost your profits, your good will 


ECAUSE of your experience 

and intimate contact with 
wiring problems you are the 
authority on wiring ahome. You 
well know how homes of every 
size should be wired— your ex- 
perience has taught you how 
soon “just good enough” wiring 
is outgrown—and that, once 





Because it doubles the number of outlets, at 
only a slight increase in cost, the C-H Du- 
plex Receptacle is the simplest answer to 
the demand for more outlets. Large binding 
posts, shallow construction make installa- 
tion easy. Approved by the Underwriters. 


—and plenty of them. They 
double the wiring convenience, 
at a trifling cost. 

Suggest that the whole 
house, from cellar to garret, 
be made homelike with ade- 
quate lighting—that stairway 
lights be controlled with C-H 
3-Way Switches—that closet 








“skimped”, the wiring can never be made 
quite right by later remodeling. 

Use your well founded knowledge to secure 
your standing with every builder, architect, and 
realtor—your goodwill with the owner. Offer- 
ing such cooperation will establish you in the 
minds of all, as a conscientious business man 
with whom it pays to deal. And, of course, you 
make the profit on more items for every job. 

When asked for a bid, urge especially, that 
C-H Duplex Outlets be used, instead of “singles” 


The CUTLER-HAMMER Mfg. Co. 


lights be controlled with C-H Automatic Door 
Switches. 

Such complete convenience makes any house 
worth more, whether to live in or to sell. And by 
using C-H Wiring Devices you can be sure the 
job will be trouble-free, lasting, and an invest- 
ment in goodwill for you. 

To make sure you don’t overlook chances 
to improve any job, write for complete 
information, and order C-H Devices from your 
jobber. 


Pioneer Manufacturers of Electrical Apparatus or 
" 
1286 St. Paul Avenue IM soe 
MILWAUKEE, WISCONSIN ek 





CUTLER 


MODERN WIRING 


QO 
C-H Toggle Flush 


because of then 


Underwriters. 


LY 


Sa kD 





Switches are 
growing more ig vere every day 

»eauty—de pend- 
ability and convenience. 3-way videthe popular toggle convenience 
type gives control of lights from 
both top and bottom of stairways. 
Also made in single-pole anc 


double- -~ types. Approved by the 





G ©.0O .D 


NECESSITIES 


Ww 


C-H Toggle Surface Switches pro- 


for basement installation and other 

such uses. Neat and attractive in 

appearance. Approved by the 
Underwriters. 


NS 
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Time To 
The Drones 


“Ended for them are the days of the 
May honey, the wine-flower of the lime 
and fragrant Ambrosia of thyme and 
sage, of Marjoram and white clover . . . 
the atmosphere of the hive has changed.” 


Maeterlinck—‘“The Life of the Bee.” 


a] ba] 4 


ORMERLY, the radio dealer bought 
what was called a “stripped set.” If 
he were wise he picked out some good 

set, nationally advertised. This was then 
shipped to him by the manufacturer or job- 
ber without tubes, batteries or loud speaker. 

Trusting to trade upon the good name of 
this set with the radio public, the dealer 
would then set about buying clothes for it, 
and it is sad to relate that J often he 
bought some pretty poor jus. More likely 
than not he would get some gyp tubes, in- 
different batteries and a tonsilitic speaker 
with sinus trouble. He would then assemble 
these items into a unit that he would sell as 
the “America First” set, we will say for ex- 
ample. 

Just as the honorable sentiment of ““Amer- 
ica First’’ has been soiled for selfish political 
purposes, so would he seek to dispose of his 
cheap wares by hanging them onto some 
creditable, nationally advertised set. 
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Throw Out | 


i 


Then, as “Abie” would say: “Right awa’ 


I have trouble.” 


The dealer was immediately confronted 
He would have tc 
send a man two miles to replace a two dollar 


with service problems. 


tube that had probably given up its usele« 
life in the factory. 


Or an irate customer would come stagger 
ing in with an armful of the well but nt 
favorably known “Sally Maniac” batteries, 
demanding replacement. Invariably the st 


got a bad name although there had never 


been anything wrong with it from the start. 


Because of these things the jobber who 
handled the set got a bad name. The result 
was, that throwing out one set and taking 
on another became a jobber pastime. 


That has all been changed now. At the 
present time there is no legitimate excuse tor 
the dealer to sell wolves in sheeps’ clothing 
The set comes to him complete if he want: 
it so and in most cases he does. If he stil 
insists on being an assembler, the highest 
grade accessories are available, with nation 
advertising and proven record back of them. 
In the case of the electric sets, there is noth’ 
ing that he can provide aside from the tube: 
and the speaker. 


In other words, we have now come to the 
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following outstanding figures in the world of Radio: H. H. FROST, 
! Vice-president of the Federal- Brandes Corp.; DUANE WANA- 
a MAKER of Grigsby - Grunow - Hinds Co; HAROLD WRAPE, 

President of Benwood-Linze Co.; POWEL CROSLEY, JR., President, j 
WV Crosley Radio Corp.; E.G. CLEMENSON, Assistant General Sales Man- 
"ager, National Carbon Co., and F. H. BERNHARD, Technical Editor. 


i. 


s.ige Where all the dealer has to do is to 

nerchand! ° radio. Smart practice of the 
kind above described is passing out of the 
victure. 


. 


The manufacturer's and the jobber’s great 
problem in the past has been the dealer. 
Now, with radio settled down into the class 
of a merchandisable unit, and the erstwhile 
dificulties of assembling a set as well as sell- 
ing it out of the way, there is no excuse for 
a dealer not to be a good merchandiser. If 
he cannot merchandise by this time he 


should go off the jobbers’ books. 


Still, if there is a “greatest” problem in 
radio before the jobber today it is this same 
dealer problem. 


It is time to clean house and clean thor- 


oughly. 


@ @ @ 


In his own business organization the job- 
ber will not tolerate a lot of drones. In- 
directly, the dealer is part of the jobber’s 
business organization and if a dealer is a mer- 
chandising drone out he should go. In every 
city, town and hamlet there are real mer- 
chandisers to be found. It is not material 


what line of merchandising they are now in 
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provided they are interested in radio, will get 
back of it and sell it. 


4 4 4 


In the estimation of most of the best mer- 
chandisers, two essential elements are looked 
for in a dealer. First, that he will sell the 
set as a unit—a self-contained object that 
will serve a certain purpose well. Next, that 
he will not sit satisfied with the trade that 
walks into his store and buys it, but will get 
out and demonstrate the set in the home. 
This latter is no longer a difficult thing to 
do because of the very fact that the set is 
now a unit, easily set up and operated in a 
short space of time. 

Home demonstration is half the battle. 


4 ba] 4 


We have a oook, like everybody else, with 
a lot of quotations in it. And it appears by 
this book that somebody in “Antony and 
Cleopatra”—it might have been Antony and 
then it might have been Cleo—said: “To 
business that we love we rise betime, And 
go to't with delight.” 

If there is any business that the jobber 
might well rise to betime—and he ought also 
to get keen delight out of it—that business 
should be a grand clean-up of the dealer 
drones. 

Even the bees do it once a year and they 
certainly go to’t with delight. 
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Radio Jobbers to Meet 
During Trade Show 


The recently formed 
Radio Wholesalers As- 
sociation, the jobbers’ 
division of the Fed- 
erated Radio Trades 
Association, will meet 
in Chicago during the 
F. R. T. A. conven- 
tion and the R. M. A. 
Trade Show which are 
to be held at the 
Stevens Hotel, June 
1a to. 25. 

Considerable prog- 
ress has been made by 
the jobbers’ organiza- 
since its forma- 
In- 


terest is being aroused 


tion 
tion in February. 
from coast to coast 
and the result of the 


past two months were 


even more than ex- 
pected. The _ radio 
wholesalers are. re- 


sponding to this move- 





ment with a_ keen, 
wholehearted _ interest 
and realize that this 
organization will do 
much toward stabiliz- 
ing the distribution 


scheme of the radio. 

Two primary com- 
mittees head the ac- 
of this 
The dealer re- 
lations committee, 
with Fred Wiebe of 
the & Hall 
Supply Co., St. Louis, 


tivities new 


body. 





Brown 


as chairman, is work- 


Jobbers’ Section of Federated Making 
Rapid Progress. Co-operation with R. 
M. A. expected to Increase Activity 


at Coming Show 





Here Are the Men Who Are Giving of Their Time to Assure 
the Success of the Coming R. M. A. Trade Show in June. 


closed meeting for 
members only, the 
other will be open so 
as to include prospec- 
tive members as well. 
It is expected at that 
time to line up the 
permanent organiza- 
tion with duly elected 
officers. 

Martin J. Wolf, 
vice-president of the 
Electric Appliance 
Co., Chicago, and a 
member of the execu- 
tive committee, recent- 
ly explained the pur- 
pose of the new or- 
ganization to a grou” 
of jobbers at Excel- 
sior Springs, Mo. His 
outline of the new sec- 
tion of the F. R. T. A. 
met with most favor- 
able response from 
those present, and well 
reflects the attitude of 
radio jobbers as a 
whole in this new as- 
sociation. 

All branches of the 
lederated are speed- 
ing up their activities 
in preparation for the 
coming convention. 
The dealers’ section, 
headed by Julian 
Sampson, reports keen 
interest among the en- 
tire dealer trade in 
their branch of the 
Association. Mr. 





ing out a code of 
trade practices to strengthen job- 


On_ the 


other side of the fence, there is 


ber-dealer _ relations. 
the manufacturers relations com- 
which Harry Alter, 
president of the Harry Alter Co., 
Chicago, is chairman. 


mittee of 


This com- 
mittee has already been success- 
ful in arranging for conferences 
group from R. 
M. A. with the purpose of mak- 
ing adjustments in the code of 


with a_ similar 


trade practices established by 
R. M. A. 
The Radio Wholesalers As- 


sociation is co-operating whole- 
heartedly with R. M. A. on its 
trade The jobbers will 
have their own booth which will 
be the local headquarters for in- 


show. 


formation during the week. 
Two sessions will be held, the 
dates of which have not as yet 


One will be a 


been announced. 


Sampson, who is pres- 
ident of the St. Louis Radio 
Trade Association, anticipates a 
membership of 2000 dealers at 
the time of the show. 

The Radio Manufacturers As- 
sociation is of course thoroughly 
busy with the details of the 
coming show, and are expecting 
it to surpass, in attendance, dis- 
plays, and work accomplished, 
the shows which it has held in 
the past. 
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The Kelloggs ARE Coming 


With a Wider Price Range 


The new Kellogg line to be displayed at the R. M. at lower prices than the lowest of last year. One 
A. Trade Show is about ready! Watch for de- will be a table model, complete with Kelloggs A-C 
tailed announcement in June publications. tubes at well under $200. 
Kellogg will offer a much wider price range than Tone quality will be the keynote of the Kellogg 
in the past. There will be two or three models appeal, as it always has been. 

Increased production will enable us to open up many new territories. Allotments 

are now being made Applications in advance of the Trade Show are advisable 


Kellogg Switchboard & Supply Co., Dept. 53-74 Chicago 


Kellogo 


Az€ Radio 
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Radio Through The Camera’s Eye 


The musical taxi of Frank Cowan, 
of Caldwell, New Jersey, who got the 
bright idea that it is just as well to 
serve music with a taxi ride as with a 
meal in a restaurant. So he installed 
a radio set in his cab, so located that 
the passenger can tune in on his or her 
favorite station. ‘The musical taxi has 
been a great success.—Underwood. 


Dolph ‘Thomas, director of radio 
KOIN, Portland, Ore., recently took Se- 
attle by storm—or should we say he 
took the “Sound City” by charm. Judg- 
ing by the center photo the latter would 
be more correct. With seven lovely, ath- 
letic maids he won the approval of thou- 
sands at the Seattle auto show where 
he acted as guest announcer for radio 
station KOMO. The beguiling lassies 
modeled the latest seashore modes during 
the presentation.— Underwood. 
































Ingeniousness of advertising 
and architecture is illustrated 
to the “nth” degree in this nov- 
el structure in Portland, Ore., 
that houses a manufactory of 
radio sets and parts.—Herbert 
Photo. 
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Majestic 
IC RADIO 
You cannot buy a 
Better Radio Set 
atany Price 








Boys! 


It’s ready — 
it’s a peach 


—and HOW 
















You’ve seen them 

You’ve heard them 
You’ve priced them 
—you Know! 






GRIGSBY-GRUNOW COMPANY 
4540 Armitage Ave., Chicago, III. 
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Truly a Musical Creation 
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~) 


Slaglé 





An Open Letter - - 
To Radio Jobbers and Dealers: 


In your section are many people who have had 
their first experiences with radio. Some are thinking 
of and looking for a better one. 


Add these to the many who own cars and fine 
things and have yet to buy their first set, and you 
have a potential on which a real selling job is 
bound to capitalize. 


These buyers are the type that will demand 
good radio, simple, convenient operation, and fur- 
niture design in harmony with homes of character. 


The Slagle 1928-29 numbers, soon to be an- 
nounced, are engineered to attract that desirable 
body of prospects, and priced accordingly. 


All-electric operation,loop control, power 
speaker, phonograph pick-up connection,--these popu- 
lar features will be expected of good radio. Some 
one is going to supply them. 


Does your sales program anticipate your securing 
a rightful share of this business? 


From your intimate contact with radio you have 
seen the ordinary type, and you have listened to 
radio really outstanding. Slagle Radio, we believe, 
is the kind you would enjoy in your own home. It 
should be a profitable line for you to sell. 





See the Slagle line at the second R. M. A. 
Trade Show, week of June 11th, Stevens Hotel, 
Chicago—Spaces 88-89, Grand Ball Room. 


CD SD 





CH” CK )~ —™© 








dio 


@ 








Division of 


Skiing 





Slagle Radio Company Pier | 
| Extononarion i Fort Wayne, Indiana 
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FANITEEL 


Balkite 


IAADIO 


The number of lines out of which the trade 















has made money regularly in radio are ex- 
tremely few. Balkite has been one of them 
season after season, year after year. It will 
be one of them again this year. The new 
Balkite line of radio receivers will be com- 
plete and radically different from anything 
now on the market. It will be a money- 
maker. No jobber or dealer who must have 


a line of quality receivers will make com- 





mitments without having seen it. 









FANSTEEL PRODUCTS COMPANY, INC. 
North Chicago, I[llinois 





> > 
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R. B. Strassburger, candidate for delegate from 
Pennsylvania to the Republican national convention, 
was in France on the day that he should have filed 
his signed authorization. Radio came to his aid to save 
the day, and the trip to Kansas City. He signed the 
document in Paris, whence it was sent to London, and 
from that point it was photo-radioed to Mr. Strass- 
burger’s lawyer, Warren Jones, in New York. Photo 
shows Mr. Warren Jones at the receiving apparatus 
in New York, watching the reception of Mr. Strass- 
burger’s authorization as delegate to the Republican 
national convention with his signature by photo-radio. 
—Herbert Photos. 


Harry N. Marvin, radio inventor, of Rye, N. Y., 
has perfected a radio receiver that promises to elim- 
inate the dials as mediums of radio tuning in. It is 
an electric set that has been tuned to a dozen of the 
better class, and, so, more popular stations, and any 
one of these stations can be tuned in by the simple proc- 





ess of throwing over its 
own lever on the panel. 
If other stations than 
those controlled by the 
levers are desired, all the 
levers are set at neutral, 
and the dials are then 
brought into play.—Her- 
bert Photos. 


The Radio Corpora- 
tion of America’s new 
projector, the latest and 
most efficient radio beam 
system of communication, 
has been developed and 
is now operated at the 
station at Rocky Point, 
L. I. Simplicity and di- 
rectional transmission are 
the advantages claimed 
over all other systems. 
The photo shows the un- 
usual net work of anten- 
nae used in the system. 

Underwood. 
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your dealers 















will thank you. 


OW easy it is to “tell 

your story’ when you 

know you are selling 
them a product that will not 
only increase their profits but 
will at the same time build con- 
sumer confidence. 


Tell your salesmen to pass along 
the word that Cunningham 
Radio Tubes are guaranteed 
against electrical and mechanical 
defects in construction. 








America. 








E. T. CUNNINGHAM, INC. 
NEW YORK: CHICAGO: SAN FRANCISCO 


Manufactured and sold under rights, patents and inven- 
tions owned and/or controlled by Radio Corporation of 
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New Radio Products, Illustrated 

















The Kodel Radio Corp., 507 E. 
Pearl St., Cincinnati, O., is manu- 
facturing the “Kuprox” A. C. power 
pack illustrated here. In it the al- 
ternating current is stepped dewn to 
the desired voltage two, four or six 
volts by means of a small trans- 
former. The current is then rectified 
by means of a special “Kuprox”’ dry 
metallic disc rectifier M-438B. A 
taper condenser and choke coil 
smooths out the rectified current. 








The Alden Mfg. Co., Springfield, 
Mass., has announced a new line of 
A. C. “Connectoralds.” They are a 
means of installing new A. C. tubes 
into battery operated sets and 
through a filament transformer light- 
ing them directly from the house 
current. The new kits are universal 
and the No. 906 will fit any six tube 
battery operated receiver. 








E. T. Cunnin gham, Inc. 370 
Seventh Ave., New York, announces 
its new type CX-350, a 25 watt tube. 
The filament rating is 7.5 volts, 1.25 
amperes. Equipment designed to use 
the CX-350 must be capable of sup- 
plying the high plate current and the 
necessary grid bias which is from 45 
to 84 volts. 








The Belden Mfg. Co., 2300 S. Wes- 
tern Ave., Chicago, has added an In- 
door Aerial Kit to its complete line 
of radio accessories. This new kit 
contains a 70 foot spool of indoor 
aerial wire, a 25 foot coil of “Colo- 
rubber” ground wire, and a ground 
clamp. The indoor aerial wire con- 
sists of fine stranded copper wire 
inside a neat brown braid. It is 
flexible and can be readily run 
around a window frame, or over the 
molding. Its neutral brown color 
makes it easily concealed. The “Colo- 
rubber” ground wire is tinned copper, 
rubber insulated. A serve of cotton 
beneath the rubber makes it easily 
stripped for soldering. 





The C. E. Mfg. Co., Providence, 
R. I., has announced its latest 
“CeCo” type RF-22 tube. It is of the 
four element shielded grid type. It 
is primarily designed to be used as 
a radio frequency amplifier and as 
such is capable of voltage amplifi- 
cation of from 30 to 60 per stage, 
dependent upon circuit design. It 
may also be used as an audio fre- 
quency amplifier where resistance 
coupling is employed. One of the 
several uses of the RF-22 is that of 
a “Space Charge Grid” tube. 











The Electric Storage Battery Co., 
Allegheny Ave., and 19th St., Phila- 
delphia, announces its new “AB” 
socket power unit. It consists of an 
automatic charging method at high 
and low rates for the storage “A” 
battery and a system of electrolytic 
rectification for the “B” power sup- 
ply. Full automatic control of both 
the “A” ‘and “B” power is at the 
set switch. 








The Radio Corp of America has 
placed on the market a new “B” 
eliminator to be known as the model 
AP-1080. It is of rugged construc- 
tion, employs no acids or liquids to 
be replenished and has no mechanical 
parts or tubes to be replaced. The 
operating mechanism is enclosed and 
sealed in permanent steel containers. 
It measures 71/4,x103,x6¥/ inches. 
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‘Basic “Beauty 


FO GLADDEN YOUR SHOP-WEARY EYES 


ADLER-ROYAL 
RADIO CABINETS 


BJ a man is known by the company he keeps, so 
Adler-Royal cabinets are distinguished by the 
goodly company who use them. They are found con- 
stantly associated with the Manufacturers, Jobbers and 


Dealers of better radio. That the outstanding producers 


and distributors prefer and specify “Cabinet Work by 
Adler-Royal” is, perhaps, the greatest compliment pos- 
sible to an unswerving policy which demands basic 
beauty as an essential to true value. That speeds sales 
for you. See the new exquisite Adler-Royal cabinets 
at the R. M. A. Show, Chicago, June 11-15. 


Manufacturers: If you have not yet provided 
for this year’s models, let us design cabinets to 
your requirements—exclusively for you. Write 
or wire today. 


Jobbers: If you have not yet established a 
profitable connection on cabinets, write or 
wire us now. We have some open territory. 


DLER 


Manufacturing Co. 


incorporated 


ADLER-ROYAL . 
Louisvitte Kentucxy 
CABINETS 
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New Radio Products, Illustrated 








Here is illustrated the new 
console table manufactured by 
Albert Wahle & Co., Metropoli- 
tan and Morgan Aves., Brooklyn, 
N. Y. It is made entirely of 
metal and is finished in antique 
brown and gold. It is designed 
for the No. 704 Crosley “A. C. 
Bandbox” in conjunction with 
“Musicone.” 

















The Steinite Laboratories Co., 506 
S. Wabash Ave., Chicago, has an- 
nounced the new table model “Poly- 
phonic” speaker, illustrated above. 























The Burgess Battery Co. Harris 
Trust Bldg., Chicago, has recently an- 
nounced an addition to its line of 
super “B” batteries. This style of 
battery has slightly larger cells than 
the standard “B” batteries in the 
same weight class. The new battery 
No. 22308 is expected to prove popu- 
lar among owners of the smaller 
multi-tube sets. 











The Stewart Battery Co., 119 N. 
Peoria St., Chicago, has combined its 
“A” and “B” into one compact unit 
known as the “Electric AB.” It is 
controlled from one switch. It con- 
tains no batteries, no liquid, and no 
moving parts. 





The Belden Manufacturing Co., 
2300 S. Western Ave., Chicago, has 
brought out a rubber insulated aerial 
lead-in strip. The flat copper con- 
ductor is tinned. The flexible rubber 
insulation does not break at the 
sharp bends beneath the window. It 
is also moisture and weather proof. 
The “Fahnestock” clips at both ends 
are soldered and riveted, assuring a 
positive contact of great strength. 








Above is illustrated the power rheo- 
stat manufactured by the Central 
Radio Laboratories, 16 Keefe Ave., 
Milwaukee. This rheostat, designed 
for any circuit, has ample capacity 
for the new A.C. and power circuits. 
The company also makes the RX-100 
‘“Radiohm” which has a special taper 
of resistance and is used across the 
secondary of one of the R.F. stages, 
preferably the detector stage. It pro- 
vides complete control of oscillation. 








The National Carbon Co., New 
York, has announced a new smaller 
size Eveready “Layerbuilt” “B” bat- 
tery No. 485. It is suited to serve 
receivers which cannot accommodate 
the larger “Layerbuilt” No. 486. This 
type of battery is constructed of lay- 
ers of flat cells, placed one upon the 
other. 
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| Sounding as it does the very depths of the sub- | ge 
lime, reception with the Utah Speaker brings 1" 
\ into being those mystic qualities of reproduction 1% 
for which so many strive but so few ever attain. R) 
ajo The most complete line—ranging from $10 to $100 ~— 
IW” 


UTAH RADIO PRODUCTS CO., 1615 S. Michigan Ave., Chicago 
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Chicago Solder Co. 





facts~ 


o make easy 
your job of 


educating the 


dealer! 


Many of your dealers carry 
both types of Kester Solder— 
(acid flux and the rosin flux). 
That’s good business—but it 
isn’t good business to grab the 
first package at hand when a 
call comes in for solder. Each 
package has a specific purpose 
and it’s the dealers’ job to sell 
the proper package. 

It’s your job to give these 
facts to your dealers—and to 
give them emphatically: 

Kester Radio Solder (Rosin 
Core) contains a pure rosin flux, 
the only flux that will not cor- 
rode the most delicate parts. It 
has the approval of the leading 
radio and electrical engineers. 
It is the only combination of 
safe flux and solder to use for 
radio and delicate electrical 
work. 

Kester Metal Mender and 
Kester Acid Core Solder are for 
use for general work and 
heavier electrical work. This 
flux is no more corrosive than 
many of the alleged non-corro- 
sive pastes and fluids on the 
market. It represents a com- 
bination of solder and flux that 
years of experience have proved 
to be safe and efficient for 
general work. 

True, both packages are solder. 
True, too, both a hack-saw and 
a cross-cut saw are saws. 

It’s good business to sell 
Kester Metal Mender where it 
is needed, and to sell Kester 
Radio Solder where it is needed 
—but it’s an awful boomerang 
to get ’em mixed! 


4251 Wrightwood Ave. 
Chicago, U.S.A. 


Radio Training Course 
Launched 

The first vocational training course 
for radio service men, in the form of 
a national enterprise, undertaken by 
the Radio Manufacturers Association, 
has been launched successfully at 
Newark, N. J. The new vocational 
training school, established by the 
Essex County, N. J., board of educa- 
tion in co-operation with the RMA, has 
opened its doors with an initial class 
of high-grade youths embarking upon 
a full three years training course. The 
Essex County course is well financed 
and organized under the direction of 
Robert O. Beebe, director of the Es- 
sex County, N. J., schools and James 
F. Johnson, assistant supervisor of vo- 
cational training. A _ night radio 
school also is contemplated. 

Success of this initial radio servicing 
school has interested many other in- 
stitutions of technical training includ- 
ing the Baltimore board of education, 
a Pittsburgh radio school,Y. M. C. A., 
private trade schools, and even cor- 
respondence institutes and_ technical 
employment concerns. Public interest 
in radio as a vocation also has been 
widely evinced. The RMA endeavor 
to develop trained radio service men, 
to aid not only the radio industry, 
but the public in its purchase and sat- 
isfactory use of radio sets, is regarded 
as of such importance that the RMA 
board of directors is establishing a 
special committee to develop and ex- 
ecute a program. 


Radio manufacturers, jobbers and 
retail dealers of Newark and the ad- 
jacent New Jersey vicinity aided in 
planning the Newark vocational 
course and are making contributions 
of man power and material toward 
its success. 

That opportunities in the radio in- 
dustry not only as service men, but 
as salesmen and in other higher ca- 
pacities exist for men having technica] 
service training, is the opinion of 
radio industry leaders. Most of them 
believe that salesmanship as well as 
technical training should be given in 
service vocational courses. Special 
personal qualifications also are re- 
garded as desirable. In considering 
the question of securing for the public 
and the industry a supply of trained 
service men by establishing vocational 
training courses nationally, the manu- 
facturing industry leaders agree that 
a grammar school education for train- 
ees is imperative and high school 
training desirable. Estimates of the 
salaries and prospects for trained 
service men range from $25.00 to 
$50.00 a week and higher as trainees 


develop in the industry. 
&.¢ = 


Don’t Magnify Obsolescence 

H. B. Richmond, of Cambridge, 
Mass., director of the engineering di- 
vision of the Radio Manufacturers As- 
sociation, said of the host of devices 
being brought out today: 

“Will not some of them make your 
set obsolete tomorrow? The best an- 














The Graybar, Duluth, Minn., crowd in festive mood on Saturday afternoon. 








Left 


to right: Joe Bouska, Square D, (imitating Lon Chaney); Clara Rose; H. A. Mc- 
Donald, Square D; W. E. Henderson, manager; W. G. Aasgard; A. W. (Pinkey) 





Schwind, Harvey Hubbell, Inc.; O. G. Bonorden, and G. B. Biron. 
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“Just Put the TEMPLE SPEAKERS 
in the Window and see How 
Fast They Sell /” 


HE jobbers’ salesmen who are selling Temple Air 
Column and Air-Chrome Speakers are those who 
appreciate the importance of close co-operation with 
their dealers—not only selling the dealer but also in 
turn, showing him how to display and sell to the best 
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hits tei advantage. 
This. ig one of the nes Jobbers are invited to write us at once for distribu- 
emple Air-Chrome Speak- : a 
ere (Manufacturer's type) tor’s arrangement. We have a proposition for you 


cabinets. The Temple Air- . ‘ : 
Chrome represents one of which is so profitable you cannot afford to overlook it. 
the most startling speaker 
developments that the in- 
dustry has seen. It is of 
the open radiator type em- 
ploying a balanced tension 


principle that makes for a 
marvelous tone quality and 
an enormous handling ca- 
pacity. 
9 * 


Made in three sizes: 


Model F -18” x 23” -$23.00 
Model J-24” x 24” -§25.00 1937 So. Western Ave., CHICAGO 


Model K -14” x 14” -$20.00 


LE AaBeo@e Rm FS I N & PF 2A K-E R DES 1G WN 
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A “BEST SELLER” IN RADIO 


FINDLAY METAL CONSOLE TABLES 


Every Radiola No. 
17 or 18, Atwater- 
Kent, Crosley or Kol- 
ster table model radio 
set sold should be ac- 
companied by a Find- 
lay Metal Console 
Table. The combina- 
tion produces the dig- 
nified and _ attractive 
effect depicted in these 
three illustrations. The 
tables are expressly designed 
for the five sets mentioned 
and are finished to harmo- 
nize beautifully with the ap- 
pointments of any home no 
matter how simple or elab- 
orate 


There is no trick in 
selling Findlay Metal 
Console Tables in com- 
bination with these 
four popular makes of 
radio sets. The beau- 
tiful effect they pro- 
duce does the job with 
very little sales talk. 
Selling these sets and 
tables together means a 
double profit to both 
you and your dealers. 
Each helps to sell the 
other for “‘well-dis- 
played is half sold.” 
Tell your sales manager 








Console Table No. 


Made also for 
Kolster No. 6J. 





RADIOLA 
17 or 18 





ATWATER-KENT 
Console Table No. 37 


The latest 
addition to the Findlay 
family is the 
Metal Console Table for 
the new Radiola No. 18 
receiving set. A No. 
100-A 
corporated in the table 
and 
beautiful scroll. 


Albert Wahle Co. 


NEW YORK CITY 


you'd like to try it. 





and finest 


Findlay 


speaker is in- 


surmounted by a 


Incorporated 
242 Sth Ave. 


Works: 
Robt. Findlay Mfg. Co. CROSLEY 
Brooklyn, N. Y. Console Table No. 704 


Sold thru Jobbers 
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SHERMAN TERMINALS 


‘The Only Complete Line’’ 


Pied ETP DR, oy 


terminals 
attractive 
Literature 


Assortments of 
are available in 
display cartons. 
on request. 

Every dealer is a prospect 
for a box of Sherman Ter- 
minals 






| 
| 


| 


Atl 
for immediate shipment. 
and brass. 


tension, 
general use. 


standardized items carried in stock 
In copper 


Complete lines for radio, electric, high 
automotive, manufacturing and 


Made on special machinery, designed to 


mel) produce quality and quantity. 


Sold at reasonable prices. We are the 


| largest manufacturer of terminals in the 
| world. 


Send for samples and complete informa- 


tion. 


Also manufacturers of the famous Sher- 


man Soldering Lugs. 


Samples on request. 


Sold Thru Jobbers 
H. B. SHERMAN MFG. CO., Battle Creek, Mich. 
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swer for this is to look into other in- 
dustries for example, the automotive 
industry. In the past decade many 
new devices have become practical 
realities, for example, balloon tires 
and four-wheel brakes. When these 
two items appeared, did they make 
every automobile obsolete? Of course 
not. It took several years for them to 
become generally accepted and even 
today you will find hundreds of thou- 
sands of cars, probably millions, on 
the road without either balloon tires 
or four-wheel brakes. 

“Radio is not a new or mystic art. 
It is a new application of old phe- 


nomena. Its development is slow and 
steady. Naturally, where there is 
progress, there is obsolescence, but 


like clothes, they are just as warm. 
regardless of the style; in fact, many 
old style clothes are far warmer and 
more serviceable than many modern 
garments. 

“Just so with a radio set. The 
earlier sets operated entirely from a 
crystal. The vacuum tube, with its 
associated circuits, was a real im- 
provement. Going a step further, the 
lighting of the filaments without a 
battery, but directly from the light 
socket, is a convenience. It is not an 
improvement in the circuit itself. Ac- 
cordingly, a battery set is by no means 
obsolete. Like the clothing example 
just referred to, many of the battery 
sets are just as good and some bet- 
ter, from a radio viewpoint, than some 
of the newer all-electric sets. In buy- 
ing a set, or in considering whether 
or not one’s set is ready to be dis- 
carded in favor of a new model, one 
should apply just exactly the same 
types of tests that are applied to an 
automobile, to clothing, to a thousand 
and one other things. Do not be mis- 
led by extravagant claims, just be- 
cause they are radio. 

“Just a word or two may be added 
regarding some radio accessories. Not 
long ago an item shaped something 
like an arrow made of copper was 
sold to be attached to aerials. It was 
the idea to have the arrow pointing 
toward the set in the belief that it 
would draw the radio waves into the 
set, very much the same as water is 
carried down a rain spout. Any elec- 
trical engineer realizes the absurdity 
of such a device. First of all, a radio 


antenna does not collect radio waves 
the way water is collected in a spout. 
It acts in a very complicated manner, 
somewhat similar, perhaps, to a straw 
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A. B. AYERS 
General Manager 





N 
g, JOHNS! 
¥. Chief Ena" 


who will tinal 
a new and dominant 


AMRAD SERIES 


next month jd 


A line of superlatively fine, purely digtion radio 
receivers 








Embodying principles of character and design of 








extreme interest. 


THE AMRAD CORP., Medford Hillside, Mass. 
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Se following the impulses of a breeze. | 
Further than this, the waves are of a 
varying nature, so that in their rise 
and fall half of the time the device re- 
ferred to would be a hindrance in- 
stead of an aid. This particular ar- 
row-like device is only representative 
of a vast number of other aerial de- 
vices—cages looking like rat traps 
are in the same class, balls on the tops 
of masts, aerials buried under the | 
ground, and a host of similar contrap- | 
tions. To be sure, the rat trap aerial | 
acts satisfactorily, but not because of 
its shape. It gives a certain effective | 








capacity to the whole antenna system. 
A less elaborate device would do. 

| “The American Medical Society has 
‘available a vast amount of informa- 


‘tion regarding prepared medicines. | 

C A ) a | N This information is not to restrict the | 
sale of medicine, but simply to let the 
. * public know that it is getting its 

on this Switch money's worth. If one is willing to 
pay $5.00 for a nickel’s worth of dis- 
J ee 'no and their salesmen should | infectant, there is nothing to stop the 








lose no time in “cashing in” on | transaction. The purchaser, however, 

this new Reliance Automatic |is entitled to know what he is really 
Time Switch. Into it has been in- getting for his money.” | 
corporated 15 new improvements om 6; | 
which give to this product a reli- | | 
ability which is unquestioned. Rumsey Fo Separate 


The field is wide open for a switch | Radio Department 


of this caliber. Aad” every..com-| Beginning March 1, the Rumsey 


warene-denlec.as. weil .ox dade |Electric Co. of Philadelphia organ- 


| 
| 


plant in your territory should be told | ized its radio department as a depart- 








about it and its features at once. ment wholly separate from the electri- 
If you do not have full informa. | ¢@l supply end of the business. Charles 
tion, write for it today. |H. Kelley is manager and_pur- 


chaser; John A. Henry is manager of 
radio sales; T. W. Lauer is assistant 
manager of radio sales. An aggres- 
sive sales campaign with an increased 
sales force is under way. 












’ ot 


This shows the demount- 
able works as removed 
from the case. 

Note the sturdy termi- 
nals for connecting wires 
without soldering. 


ture. Any complaints or adjustments 
are handled direct by us. Neither you | 
nor your dealers are troubled with | 
any service complaints whatever. 


| 
Sold Through Jobbers | 
| 


RELIANCE AUTOMATIC | Max Krich, vice-president of the Krich 
LIGHTING CO. Light & Electric Co. of Newark, N. J.| 


will give you any amount of time you | 

1907 MEAD STREET may want during business hours, but | 
don’t try to hold him up when he gets | 

RA set for a run down to the club for a} 
CINE, WISC. round of golf. Yes, we left in that heed-| 
light on the front so you would know the | 


Tee 


; 
Do not overlook the service | 











oe 





| 





Advantages 


of i 
Hemingray 
Insulators 





In selling Hemingray 
Glass Insulators jobbers’ 
salesmen should _ stress 
the following advantages: 





(1) Transparency 


Exposes internal 
defects. 

(2) Non-Porosity 
Eliminates M ois - 
ture Absorption. 
Sustains dielectric 
strength. Prevents 
deterioration. 

(3) Homogeneity 
Insures uniform in- 
sulating properties 
throughout each in- 
sulator. 

Up to 15,000 standard- 

ize on Glass. 





Them 
Hemingray 
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a safe, too, when you 


¢ use Durabilt Products. These 

£& Quality Wiring Materials 
help you do the best job in the 
shortest possible time. 
























DURAWIRE % 
| eerie eens 
Rubber-Covered Wire 
and Flexible Cords Do 
Rot, 























The Safe Armored Cable 





and Flexible 
Steel Conduit 
You re Selling Satisfaction 
DURACORD 
<r with every foot 
The heavy-duty : 
Portable Cord of Durabilt Products 











j DURADUCT 


one A Pen 


am DURABI Lh af 








ar) 


H==7 PRODUCTS 


(WSL An VWOVEN FABRIC COMPANY: PAW ~ teas 
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Federal-Brandes Becomes 
Kolster Radio Corp. 

Announcement has been made by 
Ellery W. Stone, president of Fed- 
eral-Brandes, Inc., makers of Kolster 
radio products, that the stockholders 
of the company have unanimously 
voted to reclassify the stock, increase 
the capitalization to 1,000,000 shares 
of common and change the company’s 





name to Kolster Radio Corp. The 
changes became effective Monday, 
April 16. 


Kolster Radio Corp., as the com- 
pany will be known, is a combination 
of two pioneer radio companies, the 
Federal Telegraph Co. of California, 
founded in 1911, and of Brandes 
Products Corp. of Newark, N. J., 
formed in 1908. The name Kolster is 
in honor of Dr. F. A. Kolster, the 
company’s chief research engineer, 
who designs the Kolster radio prod- 
ucts. 

* * * 
Bryant Buys Hemco 

Arrangements to purchase the 
Hemco plant, trade-marks, patents 
and processes by The Bryant Electric 
Co., of Bridgeport, Conn., is a trans- 
action, the news of which will be re- 
ceived with great interest by the elec- 
trical industry. 

The Bryant Electric Co., has been 
making wiring devices for 40 years. 
It lays claim to being the oldest and 
largest company of its kind in the 
world. 

The line of Bryant material has 
grown from eight or ten devices made 
in 1888 to over 4000 different devices 
in 1928, and the plant of the Bryant 
company occupies over five acres of 
ground, with half a million square 
feet of floor space and employs up- 
wards of 1500 hands. 

The Bryant Line consists of metal 
shell and porcelain lamp receptacles 
and sockets and their accessories; and 
surface and flush switches; fuses and 
fuse holders; baseboard receptacles 
and plugs; rosettes; cord connectors; 
hospital signal equipment, etc. 

The Hemco Electric Mfg. Co., has 









been in business as maker of moulded 
sockets, moulded plates and other 
composition parts for electrical pur- 
poses for many years. It is the orig- 
inator of phenolic moulded wiring de- 
vices. Its line is well and favorably 
known throughout the industry, and 
includes plural sockets, composition 
plates of a very attractive design, and 
miscellaneous moulded devices for 


electrical purposes. 


It is the plan of the Bryant com- 
pany to expand this line and develon 
many new composition devices, and it 
will maintain its present policy of 
of this 


distributing all material 


through jobbers. 

Stocks of Hemco material will be 
added to the Bryant stocks at Bridge- 
port, Chicago, and San Francisco. 








On April 1, the general sales offices of 
the Metal Ware Corporation were moved 
to Two Rivers, Wis., at which point the 
factory is located. Walter S. Marvin, 
formerly sales manager of the company, 
has been appointed vice-president and gen- 
eral manager. P. C, Cloyd is now in 
charge of the Chicago office in the Conway 
Bldg., 111 W. Washington St. It will be 
maintained as a district sales office. 


Quarrie Heads Oliver Iron & 
Steel 


Bertram D. Quarrie, formerly con- 


nected with the American Steel & 
Wire Co., and with the Otis Stee! 
Company, has been elected president 
of the Oliver Iron & Steel Corp., of 
Pittsburgh, succeeding Henry Oliver 
who has resigned to become chairman 
of the board of directors. 
* * # 


Important Merger In 
Appliance Industry 

A merger of decided importance 
and interest to the electrical appliance 
industry, by reason the companies and 
personalities involved, is that of the 
Frank E. Wolcott Mfg. Co. of Hart- 
ford, and the Beardsley Mfg. Co. of 
Waterbury, Conn. 

The new firm will be known as the 
Beardsley & Wolcott Mfg. Co., with 
C. W. Beardsley as president and 
Frank E. Wolcott as vice-president. 
Factories will be maintained in both 
Hartford and Waterbury, but the gen- 
eral offices will be located in the latter 
city. Both Mr. Beardsley and Mr. 
Wolcott are well-known manufactur- 
ers. 

The Beardsley Mfg. Co. manufac- 
tures the “Wilwear” line of electric 
ranges and table stoves and a number 
of non-electrical items such as bath- 
room fixtures, cigar lighters, novelties. 
The electrical appliances will now be 
sold under the trade-name of ‘“Tor- 
rid,’ under which the complete line 
of electrical appliances manufactured 
by the Wolcott Co. are marketed. 

A new merchandising plan has been 
announced which calls for the closest 
cooperation with the jobber and deal- 
er. A part of this plan is the intro- 
duction of territorial merchandise 
managers in each territory, whose 
business it is to sell a certain amount 
of the jobbers’ stock and work with 
the jobbers’ salesmen a number ef 
days each month. These men are also 
equipped to teach the dealer merchan- 
dising methods whereby the dealer can 
secure the maximum profit from his 
appliance department. 
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ell them panelboards and you 
sell them all supplies 


Industrial Electrician Electrical Contractor General Contractor 





OW do your sales for the first quarter of the year check up? Want to make 
them better—make more money for yourself and house? Of course you do. 
Sell @ Panelboards—and we mean sell them, not list them. You can do it by 
familiarizing yourself with the @ Catalog and line. It isn’t specialization in the 
right sense for it brings in, in most cases, the entire order for staples which 
you now get. QO} Step out and onto this idea for your own sales benefit. Be 
useful to your customers on panelboard information and they will stay with 
the house and with you. It’s good selling. 


Send for the @ Catalog, study it and —let’s go! 


Frank Adam 


@ Panelboards ELECTRIC COMPANY 


Panelboards combine proper 
design with efficient workman- ST. LOUIS 

ship and assures its accurate ° ° 

duplication by thorough stand- District Offices ' 

ardization. Each panelboard is Atlanta, Ga. Cincinnati, Ohio Kansas City, Mo. New York City, N. Y. Tampa, Fla. 

just as right as the first one a Baltimore, Md. Cleveland, Ohio Los Angeles, Calif. Omaha, Neb. Montreal, Que. 
board of engineers took years to Boston, Mass. Dallas, Texas Memphis, Tenn. Philadelphia, Pa. Toronto, Ont. 
perfect. Prices are right as well. Buffalo, N. Y. Denver Colo. Minneapolis, Minn. Pittsburgh, Pa. Vancouver, B. C. 
Charlotte, N. C. Detroit, Mich. Muskogee, Okla. San Francisco, Calif. Walkerville, Ont. 
—— Chicago, Il. Jacksonville, Fla. New Orleans, La. Seattle, Wash. Winnipeg, Man. 
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MORE NEW 
OUTLET BOX 
DEVICES 


WEBER 
OUTLET 
BOX > 
SWITCHES 


__ f 5 Amp. 125 V. 
pmning \ 3 Amp. 250 V. 


Approved by Under- 
writers’ Laboratories, 
February 24, 1928 








Cat. 
No. 
2646 S. P., 314 inch 
2647 S.P.,.4 inch 
2648 3-Pt., 31/4 inch 
2649 3-Pt.,4 inch 





A line of “dependable” 
toggle switches perma- 
nently attached to iron 
box covers. Binding 
screw terminals are ex- 
posed in the rear, as in 
sign receptacles. Covers 
may be black, galvanized 
or brass lacquer. 


Sold through Weber 
distributors. 
Send for Sample 


HENRY D. SEARS 
General Sales Agent 
80 BOYLSTON STREET 
Boston MASSACHUSETTS 





——— Wane Dencess ——— 








| progressiveness 














This merchandising plan is backed 
by national and trade paper advertis- 
ing and local newspaper campaigns. 
Broad dealer helps and a merchandis- 
ing research bureau are all a part of 
the cooperation which will be extended 


to dealers. 
a Tor 


Death of C. E. Corrigan 
Charles E. Corrigan, formerly vice- 
president and sales manager of the 
National Metal Molding Co., Pitts- 
burgh, passed away Saturday after- 
noon, April 7, at St. Vincent hospital, 
Jacksonville, Fla. Mr. Corrigan had 


gone from his home in Sarasota to 


| St. Vincent some three weeks before 


to undergo an operation. 

Mr. Corrigan was born in Martins- 
burgh, N. Y., in 1863. He graduated 
from Lowville Academy in 1883. In 
later years he became a prominent fig- 
ure in the manufacture of the electri- 
cal supplies and was widely known 
throughout the United States for his 


and originality of 


C. E. Corrigan 


thought. After a brief business career 
in Minneapolis, he became interested 
in electrical automobile manufacture 
in Chicago in 1892 and built the first 


| electrically driven vehicle ever con- 


structed. In 1896 he secured permis- 
sion from the police department of 
Chicago to operate his electric vehicle 
on the boulevards and in the parks of 
that city. In 1901 he quit the auto- 
mobile business and engaged in the 
manufacture of flexible conduits, be- 
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coming vice-president of the Osbor 
Flexible Conduit Co., of New York 
In 1907, he went to Pittsburgh, wher: 
he merged the conduit business wit! 
the National Metal Molding Co., o: 
which he became vice-president. La 
ter he retired from active participation 
in this business and retired at Sara 
sota and became greatly interested in, 
poultry culture. 

In Pittsburgh, Mr. Corrigan wa, 
recognized as one of that city’s suc 
cessful manufacturers. He was a 
members of many clubs and societies 
Among these were the Electrical Man 
ufacturers, The Associated Manufac 
turers of Electrical Supplies and thx 
New York Electrical Society. HH: 
held membership in the famous Du 
quesne club of Pittsburgh, the Pitts 
burg Press club, Pittsburgh Country) 
Club, the Americaus club, the Old 
Colony club and the Au Sable Trout 
and Game club. His fine social na 
ture and his generous disposition mad 
him a good club man and he has left 
behind him hundreds of friends in al 
most every city in America to mourn 
his death. 

Shortly after entering upon his 
business career, Mr. Corrigan married 
Miss Alice Malita- Petwin, of Pitts 
burgh, who survives him. Five chil 
dren blessed their union, Ruth Frances 
(Mrs. Walter G. Frauenheim), Jolin 
Petwin, Mary Alice (Mrs. William 
Edward Brown), Charles E. and Fran 
cis Hughes. A sister of Mr. Corri 
gan, Miss Gertrude Corrigan, lives in 
Chicago; a brother, George, in Tampa. 
and a brother, Vincent, in Pittsburgl). 

* * * 


Crosley Convention 

The sixth annual 
Crosley radio distributors will be held 
in Cincinnati on May 15 and 16, ac 
cording to announcement by Powe! 
Crosley, Jr., president of the Crosle; 
Radio Corporation. More than 100 
distributors, representing every state. 
will be present. 

Plans are being made by H. Curtiss 
Abbott, general sales manager, for the 
biggest convention in the history 0! 
the company. The new Crosley sales 
policy of placing its latest product. 
the “Jewelbox,” a one-unit receiving 
set, operated from a light socket, i: 
homes of prospective purchasers for 
testing, will be one of the importan| 
matters discussed. The plan has been 
in vogue several weeks and has proved 
to be a strikingly successful innova 
tion in radio salesmanship. 


convention oi 
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Quick sale is the secret of volume business in 
fans. Day-Fan Fans sell easily. They have 
plenty of talking points. But they all sum up 
to-- “They blow more air.” That's what the 
customer is interested in. It’s a fact easy to 
demonstrate. And there’s a logical reason why. 
Big blades properly designed, and the Day-Fan 
Motor. 


Sell the dealer Day-Fan Fans. Then see that 
he’s ready to put ‘em in the window, with the 
Day-Fan Window Display, when the first heat 
wave comes. That’s the way to sell lots of 
fans in hot weather - - out of the window. 


DAY-FAN CLEANER 

- the 3-lb. portable vacuum 
Has dozens of uses. Spring clean- 
ing makes many sales opportuni- 
ties for dealers. 
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= 
‘Fan Mi 
... the Day'tan Miss 
is a Wonderful Aid 
to Window Selling” 
Motion, color, human interest --all these es 
sentials of a good eye-catcher--are incorpo- 
rated in the Day-Fan window display. 
Complete display -- consisting of 6-color cut- 
out, four display cards and two “Chase Heat” 
streamers--is supplied without cost to Day- 


Fan dealers. Be sure that your dealers take 
advantage of this definite sales help. 


DAY-FAN ELECTRIC CO. 
Dept. O Dayton, Ohio 
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DIEHL 
“Fans that satisfy” 


DIEHL Fans are equally satisfy- 
ing to jobber, dealer, salesman or 
user. Constructed to conform to 
the highest standards of attrac- 
tiveness, quietness, efficiency and 
dependability. Not unproved de- 
velopments but backed by 40 
years experience in fan production. There is a 
DIEHL fan for every purpose. It is easy to 
sell DIEHL fans and they stay sold. 


Write for 
prices and list of dealers helps. 


complete information, 





Electrical Division of THE SINGER MANUFACTURING COMPANY 
ELIZABETHPORT, N. J. 








DIEHL MANUFACTURING COMPANY 


Atlanta, Boston, Chicago, Cincinnati, Dallas, Detroit, New York, Philadelphia, St. Louis 




















i VExX person connected with the selling 
end of the electrical industry will find 
something of interest, something worth read- 
ing, in every issue of The Jobber’s Salesman. 


The sales experiences of some of the leading 
men in the industry will prove interesting 
and instructive to many. Various other 
features will be well worth reading each 
month. 


We want you to become a regular reader of 
The Jobber’s Salesman. 


Send a dollar for a year’s subscription. 


























E. W. Kendall Passes Away 
Surely, “Death rides on every pass 
ing breeze.” It was only last mont, 
that we printed this picture of E. W. 
Kendall, and reported with satisfac 
tion his appointment to an importan| 














E. W. Kendall 


position in the business world, and now 
he is no more. On his return to Bos- 
ton on April 3, from a business trip, 
he was stricken with pneumonia and 
died in Cambridge, April 7. The 
| funeral services were held in St. 
_Paul’s Chapel, Syracuse, N. Y., on 
| Wednesday, April 11. 

_ Mr. Kendall was very widely known 
| by men throughout the electrical in- 
dustry. Everybody liked him for his 
| big, wholesome personality — big in 
| stature, big in heart, with a dignity 
| that won respect as well as love. 

| He is best known from his 10 years 
_connection with Pass & Seymour, thi 
| last six as general sales manager. Be- 
fore that, he had been with the West- 
inghouse Electric & Mfg. Co. Re- 
cently he had removed to Boston to 
become sales manager of the friction 
| tape department of the Clifton Mfg. 
Co. * * * 


_Sholenberg Now With Haring 
Switch Plate Co. 
| The Haring Switch Plate Co., 609 
Washington Square Bldg., Philadel 
phia, manufacturers of mirror glass 
| switch plates, announces that W. H. 
(Bill) Sholenberg is now covering th 
state of New York. Mr. Sholenberg 





makes his headquarters at 104 Empire 

| Blvd., Brooklyn, but spends most ot 
his time along the Mohawk trail be 
tween Albany and Erie. 
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Who ha ; bioneered the greatest number of 
Improv@nents in Vacuum Cleaners ? 


—AND WHAT OF IT? 


The Clements Mfg. Co.—one of the very first manufacturers of 
electric cleaners—has, during the 18 year history of the industry, kept 
STRIDES AHEAD of competition in principles of design and stand- 
ards of workmanship. As a result, you are offered a line of cleaners 
whose features have been proved and whose construction has been s 
perfected that “‘servicing’’ is practically eliminated. , 
















JEWEL 


Your Dealers Sell CLEMENTS- | 


Jewel Over the Counter 
Check These Superior Advantages 











1. Double action Floor Polisher (no extra 
charge). 

2. Perfect Seal adjustment for all rugs, lin- 
oleums and bare floors. 

3. Long nozzle points and low body construc 


SF . tion to get into corners and under fur- 
; > ee niture. 
| ) Bs 4. Guaranteed for two years. 
\ Re . Approved by Good Housekeeping, The 
’ t Underwriters’ Laboratories, Prudence 


Penny and other famous authorities. 











wr 





Double Action 
Floor Polisher 


Given away FREE with every CLEMENTS 
Jewel Cleaner. Here is a real opportunity to 
capitalize on the popular demand for a Floor 
. Polisher. The combination of the Free floor 
eee a 





GAR, 


polisher and the low price of the CLEM- 

ENTS-Jewel gives the dealer an edge on the 

ATTACHMENTS cleaner market which live jobbers will take 
EXTRA advantage of. 























CLEMENTS Cleaners are Sold through Jobbers 
CLEMENTS Cleaners are backed by a strict jobber policy that recognizes 
and protects the jobber. Advertising, sales helps, catalogue service and 
every constructive trade building effort are used to create volume sales of 


CLEMENTS Cleaners. WRITE FOR PARTICULARS. 
CLEMENTS MEG. CO., 625 Fulton Street, Chicago, Illinois 
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MULTI 











Cover Sockets 


(Formerly made by Harter Mfg. Co.) 





One of a wide variety of practical electrical wiring 
devices. Liked by the Trade. Send for Catalog. 


Sold Through Jobbers 


Multi Electrical Mfg. Co. 
| 210 No. Ogden Ave. Chicago 



































-—Now Nationally Advertised 
Today, national advertising is 
telling the story of “GuthLite—the 
Super-Illuminator” to millions. 
And GuthLite is fast becoming 

| the most popular of standard 

| commercial lighting units. Its 
| low price and definite advantages 
have opened upan enormous field. 
| | Are you taking advantage of the increas- 
ed demand for this fast-selling fixture? 


Show the GuthLite and you will sell it. 
Write for our interesting proposition. 


EDWIN EF GUTH CO. 


| 2615 Washington Ave. St. Louis, Mo. 


























Muench Organizes Advertising 

and Sales Promotion Agency 

C. W. Muench, for nine years direc- 
tor of the sales and advertising of 
George Richards & Co., Chicago, ha: 
announced the organization of a new 
company, C. Wendel Muench & Co. 
The address is 557 W. Monroe St., 
Chicago. 

This new organization will serve 
electrical manufacturers as advertis 








C. W. Muench 


ing agents. The organization will 
specialize in electrical accounts, ren- 
dering merchandising direct-by-mail 
and general advertising service. 

Mr. Muench, who will devote all 
of his time to the organization bearing 


his name, is peculiarly fitted to render 


a much needed service to manufac- 
turers. He has had a great many 
years of experience in sales and ad- 
vertising work. He is well known in 
all branches of the electrica) and 
hardware industries in which indus- 
tries he has been most active. 

The position of the “Hemco” name 
in the electrical industry is evidence 
of the character of sales work which 
Mr. Muench is now able to offer other 
manufacturers. In addition to this 
work of advertising and_ selling 
“Hemco” products, Mr. Muench has 
been for a great many years identi 
fied with Northwestern University in 
its marketing departments. He has 
been a frequent contributor to electri 
cal and hardware trade journals. H: 
is co-author of several marketing and 
advertising books and winner of th: 
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Out in Front! 





























TTCO Products are “Out in Front” as the leading Cable : on 

i and flexible steel conduit found in modern wiring in- 7} 
a stallations. ce mooucrs 
ler Contractors order “Ettco” not only because they know it 
i meets the most exacting standards, but also because they are Armored Cable 
ny . ° 
“4 assured of guaranteed quantity and dependable service. Flexible Steel Conduit 
in Jobbers sell “Ettco” because of the 100 per cent co-opera- Non-Metallic Sheathed 
nd tion they are receiving in sales promotion and advertising Cable 
s- Santa 

activities. Non-Metallic Conduit 
me Ettco Products have an enviable reputation. Needless to (Loom) 
ace say every effort is being made by us to maintain that pre- : 
ich eminence in the electrical industry. 
her 
his Sold Through Jobbers 
ing 
has 
nti 
in 
has 
- EASTERN TUBE & TOOL CO., Inc. 
He 





BROOKLYN, N. Y. 
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the armored 
cable without 
a flaw 


Made in ail 
from a_ special 
steel armor. 


sizes 
alloy 


Workability that re- 
duces time and _ labor 
in installations. 


a aes & 


Saves at least 50c a 
coil on labor. 


* * ; 
% 
Bends to a 1% 2 % . 
“4 sl ‘ # | on. 
eye, lays dead, and ae ig ie b: sm 
stays put when bent. < = Se @ eke 
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Uniform, not too 
tight—not too loose 
for quick, easy trim- 
ming. 


TTT 


Made without wire 
joints—without a flaw. 


Here are your talking points on “Red Seal’? armored cable. These fea- 
tures, widely known to contractors, are responsible for the popularity “Red 
Seal”? armored cable is enjoying. 

Point them out to your next prospect. They mean orders and repeat 
business. 


Sold Through Jobbers 


AMERICAN CIRCULAR LOOM COMPANY 


90 West St., New York. 
BOSTON 


PITTSBURGH ST. LOUIS 
SYRACUSE CLEVELAND DALLAS 
PHILADELPHIA BUFFALO DENVER 
BALTIMORE CHICAGO PORTLAND 
ATLANTA DETROIT 


LOS ANGELES 


- “Red Seal” 





1925 Northwestern University “Kel- 
lar” merchandising prize. These ac- 
complishments further indicate th: 
value and caliber of service that Mr 
Muench’s new organization will ren 
der manufacturers. 


* * * 


Burns of Cunningham, Inc. 

With the first of March, M. F 
Burns assumed his duties as_ sales 
manager of E. T. Cunningham, Inc., 
according to an announcement of 
E. T. Cunningham, president, noted 
in the April issue. He takes the place 
of Major Herbert H. Frost. 

















M. F. Burns 


Mr. Burns is well known through 
out both radio and electrical circles. 
with many friends in the trade. He 
is well grounded in sales and mer- 
chandising work, having had experi- 
ence in this field with both the West- 
inghouse Electric & Mfg. Co. and the 
Robbins Electric Co., jobbers of 
Pittsburgh. 
He has been with E. T. Cunningham, 
Inc., since the firm opened New York 
offices four years ago. As New York 
district sales manager of the company, 
Mr. Burns helped in establishing th: 
sales of Cunningham tubes and their 
prestige throughout his _ territory 
With his assumption of the wider du 
| ties of sales manager, he will carr) 


| on the same work but now on a na 





| tional scale. 
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‘QUALITY s PARAMOUNT! 





« — All Plug Fuse Prices Have Been Reduced! 
: NOW! 
[| Clearsite Fuses Cost No More! 


Clearsite Fuses Worth Increased! 
Clearsite Fuses Profits Greater! 
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Youngstown 
Buckeye 
Conduit 








Made with the 
Object o: Quality 


Step by step through all 
stages of its manufacture, from 
ore to finished Youngstown- 
Buckeye Conduit, a most ex- 
acting standard is strictly main- 
tained. The Youngstown 
Sheet and Tube Company is 
the world’s largest manufac- 
turer of rigid steel conduit. 
The pipe used is all specially 
selected for its ductility and 
perfection of weld from the 
output of our 22 tube mills. 
All threads are carefully cut 
and protected. Diameters are 
accurate and uniform. Enamel 
used is our own formula and 
interior finish is smooth as 
glass. Youngstown-Buckeye 
Conduit is made with the ob- 
ject of quality, and to that end 
employs every modern facility 
known. In the largest installa- 
tion or the smallest, it can be 
relied upon to render worthy 
service during the entire life 
of the structure. 


The 
Youngstown Sheet 
and Tube Company 


Youngstown, Ohio 








News of Amrad 


D. R. McKinnon recently joined 
the forces of the Amrad Corp. of 
Medford Hillside, Mass. He is in 
charge of the western sales division. 
The latter serves the territory extend- 
ing from the western boundary of 
Pennsylvania to the Pacific Coast and 
from the Canadian border to the Gulf 
of Mexico comprising over one half 
of the United States. The firm’s 
warehouse in Chicago serves about 
40 distributors. 


James Nolan, who for the past 
five years has been manager of the 
radio department for the Hub Cycle 
& Auto Supply Co., Boston, has 
joined the Mershon division of the 
Amrad Corp., in the capacity of 
Mershon sales engineer. 


Carl J. Main will cover the States 
of Ohio, Indiana and Michigan, ac- 
cording to a recent announcement of 
W. H. Lyon, general sales manager 
of the Amrad Corp. 


Quite a number of new distribu- 
tors have recently taken on the Am- 
rad line, among them: Motor Parts 
Co., 818 No. Broad St., Philadel- 
phia; Southland Electric Co., 512 
W. Main St., Louisville; Southeastern 
Elec. Co., 429-431 Broad St., Chat- 
tanooga; E. Garnich & Son Hdwe. 
Co., Ashland, Wisc; Orgill Bros. Co., 
Memphis, Tenn., and Jackson, Miss; 


J. H. & F. A. Sells Co., Columbus. 
Ohio; Aitken Radio Corp., Toledo, 
Ohio; Southern Tier Electrical Sup- 
ply Co., 880 State St., Binghamton, 
N. Y.; Southeastern Elec. Co., 312 
W. Jackson Ave., Knoxville; Bond 
Rider Jackson Co., Charleston, W. 
Va.; Hardware Products Co., Ster- 
ling, Ill.; Harbison Mfg. Co., Kansas 
City; Kruse-Connell Co., Indian- 
apolis; Hudson-Ross Co., Chicago; 
A. & E. Supply Co., Parkersburg, 
W. Va. 


2 


Battery Company Moves to 
Chicago 

Industrial Chicago has a newcomer 
in the Wireless Dry Cells, Limited, 
an important eastern dry cell battery 
concern, which has just moved its 
manufacturing facilities and executive 
and sales forces from Niagara Falls, 
N. Y., to the Clearing industrial dis 
trict. The concern has leased 50,000 
sq. ft. of space in the Crooks Ter- 
minal warehouse at 5955 West 65th 
St. 


It is stated that the company will 
employ between 400 and 500 workers. 
The Wireless Dry Cells, Limited, is 
controlled by George H. Gooderham, 
a former member of the Canadian 
parliament. He lives in Canada. N. 
S. Folsom is general manager of the 
Chicago plant. 




















The Leslie F. Muter Co., Chicago, announces the construction of a new, modern, 


fire proof factory, at 85th St. and South Chicago Ave. 
This company is one of the pioneers in the radio business, 


the architect’s drawing. 


The above halftone is from 


having started in October, 1921, and has served an increasing number of manufac- 
turers and jobbers with a complete line of parts and accessories since that time. Tlie 
property will front 200 ft. on South Chicago Avenue and 150 ft. on 85th St. It 
is adjacent to the New York Central and Pennsylvania railroads, and will be served 
by a separate switch track for receiving raw materials and shipment of the finished 


products. 


The building will be of concrete and pressed brick construction, having 


the entire manufacturing facilities on the first floor enabling: the most efficient 


methods of production and assembly. 


casting station will be located on the second floor. 


pied on approximately June 10. 


The executive offices, laboratory, and broad- 


The new building will be occu- 














n 
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A Buzzer and a Bell, enclosed 
in a handsome gray case 


JUST ONE INSTALLATION OF TWO 
HOUSE WIRING NECESSITIES 


The Hersh Duplex Signal combines an efficient buzzer and 
a bell. These two house wiring necessities are included 
in one device. Just one installation is necessary. 


When you install a Hersh Duplex Signal you have to make but one installation. With 
this one installation you provide a buzzer and you provide a bell. This one installation 
saves you time and moreover it allows you to serve your customer better. 


The Hersh Duplex Signal is totally enclosed by an ornamental metal cover finished in a 


beautiful French gray enamel. Being enclosed, both the bell and the buzzer are kept in an 
efficient operating condition. 


The Hersh Duplex Signal is one of the most economical items used by contractors. Its 
cost is considerably less than the combined cost of separate bell and buzzer. 


Many jobbers throughout the country are reporting excellent sales of Hersh Duplex 
Signals. If your house does not carry them in stock take the matter up with your sales- 


manager and suggest to him that he write for prices. There is money in it for you when 
you sell Hersh Duplex Signals. 


S. R. FRALICK & COMPANY 


15 South Clinton Street Chicago, Illinois, U.S.A. 
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How many can 
you use ...? 





If you haven’t already done 
it, let us know how many of 
these circulars you wish to 
send out to your trade. We’re 
supplying them to you free 
of charge, imprinted with 
your name. They fit nicely 
into a small standard enve- 
lope and can be included with 
your bills, monthly _ state- 
ments and general mail. 


Wheeler Durex, Vapolux, Iso- 
lux and Glassteel Diffusers 
are featured in it. It’s at- 
tractively made up in two 
colors and has real selling 
power. 


This is but a small part of 
the direct mail campaign that, 
together with trade paper ad- 
vertising, is making Wheeler 
sales easier for the jobber 
and his salesmen. 


Drop us a line and we’ll have 
the number you wish im- 
printed and shipped to you 
for immediate distribution. 


WHEELER REFLECTOR CO. 


275 Congress St., Boston, Mass. 


NEW YORK ATLANTA CLEVELAND 


Pacific Coast Representatives: H. B. Squires 
Co.—San Francisco, Los Angeles, Seattle. 
In Canada: Canadian General Electric Co., 


Sales Offices at St. Louis and Indianapolis. 















| 











Midland Division Moves to 
Model Offices 

A. H. Meyer, general manager of 
the Midland Lamp Division of Na- 
tional Lamp Works of General Elec- 
tric Co., announces that on May 1, 
his division will move from its present 
location at 625 South Wabash Ave., 
Chicago, to larger quarters in the 
newly completed Adams-Franklin 
building at 222 West Adams St., Chi- 
cago. Friends and customers of the 
Midland Lamp Division have been in- 
vited to a formal opening reception at 
which the model illumination prepared 
for the new offices will be turned on 
for the first time. 

This illumination of the Midland 
offices and demonstration room will 
be an example to all of what modern 
lighting can be. Different rooms in 
the suite of offices will be lighted with 
different designs of fixtures in order 
to portray a variety of ideas, and each 
room will present the very finest 


modern practice for office illumination. 
* & 


Wright Now With Oliver 

Fred E. Wright, formerly district 
manager for Hubbard & Co., Pitts- 
burgh, Pa., now bears the same title 
with the Oliver Iron & Steel Corp., 
also of Pittsburgh. 

Mr. Wright is well known im the 
industry and has had long and val- 
uable experience. Prior to his connec- 
tion with Hubbard he served as cen- 
tral station specialist with the Alpha 

















The Trumbull-Vanderpoel Electric Mfg. 
Co. has established a Boston office at 10 


| High St., Room 309, Rice Building. Frank 


W. Garner, who has been connected for 
some years with the New England sales 
force of this company, is to be district 
manager in charge of this office. Frank is 
a hustler, and it is very largely due to 
his efforts, and the increasing business in 
northern New England, that necessitated 


| opening this new office. 


IN THE INDUSTRY. 




















The Crosley Radio Corp. of Cincinnati 
announces the appointment of Ralph H 
Langley as director of Engineering and 
F. Clifford Estey as assistant to the presi- 
dent. Both are veterans of the radio 
industry. Mr. Langley (left) is recog- 
nized as one of the foremost radio en 
gineers. Clifford Estey needs no introduc- 
tion as an able sales executive. 





Electric Co. Still further back he 
was assistant superintendent of over 


head construction for the Westches 
ter Lighting Co. 
Incidentally, Fred is _ especially 


proud of the fact that the Oliver Iron 
& Steel Corp. has adopted a 100% 
jobber policy. 


* * * 


Hubbard Organization Changes 


C. L. Peirce, Jr., formerly manager 
of the electrical materials department, 
Pittsburgh plant of Hubbard & Co.. 
has been made vice-president and gen 
eral manager in charge of the entir 
electrical materials department. 

Mr. Peirce has made an announce- 
ment of several changes in his organi 
zation which are as follows: 

Joseph V. Smith, formerly Pacific 
Coast manager, has been made eastern 
manager in charge of the Pittsburg) 
plant and the territory served by it. 

W. R. Pounder continues as central 
manager in charge of the Chicago 
plant and the territory it serves. 

Norris C. Husted, formerly man 
ager of the Niles plant, has been made 
Pacific Coast manager in charge of 
the Emeryville, California plant and 
the Pacific Coast territory. 

Wallace W. Glosser, formerly sales 
manager of the Verona Tool Works, 
has been made New York district 
sales manager with headquarters at 
30 Church St., New York. 

Thomas J. Farrell, formerly sales 
manager of the Universal Sales Co. 
has been made special representative 
in the New York district. 

Two large additions to the Pitts 
burgh Plant are nearing completion 
and it is the intention during May to 
move the Niles operation to Pitts 
burgh. 
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A complete window lightin ge service 


Piccilile zhe ; ea = F ficient 


- SILVERLITE 


All-metal reflectors in 4 sizes guar- 
anteed not to tarnish, crack or peel. 
mene A surface of highest efh- 
ciency. Adjustable neck makes each 
reflector oloubie to different size 
lamps. Color screens instantly ad- 
justable without special fittings. De- 
scribed in Circular No. 77. 


SPOT-O-FLOD 
A combination spot- and flood-light 


that permits instant adjustment to . P Jeet - a 
any etale end light contol from ¢ Frink Equipment, Strawbridge & Clothier, Phila, Pa. 


spot 24 inches in diameter to a flood 
of 10 feet in diameter at a distance of 
10 feet. Comes completely equipped. 


aoa’ Weceeol ts Cicele tier tx -_ is a line of window lighting equipment that because of its 
low cost and great flexibility will meet the requirements of 
practically any store. These units can be used either singly or together. 


They require no elaborate preparation for installation. Each is ar- 
ranged to give various degrees and intensities of light without 
alteration or expense. Sold by leading jobbers. 


This complete window lighting service is the result of over 70 
years’ experience in window illumination plus the determination to 
produce lighting equipment that will meet every requirement. No 
matter what the problem we can help you solve it. Write us today. 


The 
FRINK 


Y, 
MULTILITE C 
From two to ten Silverlite reflectors ompany 


in a ae wed end ready to 
install in window hea Only one 
electrical connection necessary. Head 239-B Tenth Avenue, New York 
room reduced to a minimum. Over- 


all height 7% inches, Reflectors re- ; 'nCt, ‘tt 
movable and cleanable. Described Branches in Princip al Cities 


in Circular No. 79-B. 
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4, OAY-BRire 


Picture andRug Departments 


Art Dealers— 
Department 

Stores — Picture 

and Rug Depart- 
ments — Antique 
a3 = Dealers — Muse- 
ums—all are prospects 
for Overhead Trough 
Lighting. Catalog seven 
contains many more 
such items that will 
help build up your sales 
record—write for your copy 


today. 
DAY-BRITE REFLECTOR CO. 


703 SO. BROADWAY 
ST. LOUIS, MO. 























Better Tape 
At the 
Right Price! 








the price is right. 


O. K. Black Friction Tape and 
Splicing Compound are made by 
modern methods, in one of the 
most modern tape plants in the 
country. 


WY not offer your contrac- —_— “ 

tors a “better” tape, par- i wineK ten ICTION ill 

ticularly in view of the fact that silt Mae APE wl will 
wd 4 ecatil hinifinrie 


Put up in attractive display cartons, O. K. 
Friction Tape can be sold over the counter 


Write for full information on as merchandise. Get a carton on the counter 
of every dealer in your territory. It’s profit- 


our line. able business. 


Sold Through Jobbers 


APPLETON RUBBER CO. 


Franklin, Mass. 

















The New Lamp Counter 


For a long time the National Lam, 
Works has been working on a lam) 
selling unit which would most effec 
tively combine the methods which hay. 
proven desirable in modern merchan 
dising. The National Mazda “Lam 
Counter” is the result. 


The Lamp Counter stocks and dis 
plays the five types of the standard 
line of National Mazda lamps at th: 
point of sale. It attraets favorable 
attention with the flashing multi-col- 
ored light which radiates through five 
lamps displayed in the panel. A co 
rona of light is also formed by radia 

















Lamp Counter 


tion through the lamps which are 
placed in the semi-circular top of the 
display panel. Tests sockets are pro- 
vided on each side of the display 
panel. 

The nine openings in the top of the 
display panel offer the lamp distribu- 
tor an effective method of displaying 
flame tinted and colored lamps in ad- 
dition to the standard line. 


A convenient place to securely se‘ 
a carton each of the 50 and 60 watt 
lamps is provided at the left and right 
of the display panel. A display card 
stimulating carton sales accompanies 
the unit as do price tags and a chart 
showing the proper size lamps to use 
with popular types of lighting fix 
tures. Space for stocking an extra 
carton each of 25, 40 and 100 watt 
lamps is provided in the back of th: 
Lamp Counter. 

The Lamp Counter is 271% ins 
wide, 2514 ins. deep and 2234 ins 
high at the highest. It is rigid in con 
struction, being made of heavy meta! 
with a solid wooden base. It is at- 
tractively finished in walnut to blend 
with other permanent fixtures and is 
lettered in gold. 

It comes in two pieces which ar 
quickly and easily put together b: 
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26-inch 
Celestialite 


HESE new units are Ivanhoe’s 

answer to the demand for high 
intensities with low surface bright- 
ness. They take 1500-watt lamps 
easily. They are distinguished in ap- 
pearance. They are an outstanding 
achievement in modern lighting—a 





22-inch 


New Big Units = 
for the New Big Lamps 


worthy addition to Ivanhoe’s com- 
plete line of lighting equipment. 
Ivanhoe 26-inch Celestialite and 
22-inch Trojan are now available for 
auditoriums, stores, and wherever 
conditions demand large lamps and 
equipment to properly serve them. 


IVANHOE DIVISION 
of The Miller Company 
Cleveland, O. 


IVANHOE — 


BZ 


Wu 


\ 
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/ 
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Your dealers want SPECO Solid Sal 


Ammoniac because:— 
It outlasts 5 times its weight of the old- 
fashioned “Lump” Sal Ammoniac. 
It keeps copper in good condition. 
It positively does not crumble. 
It is non-corrosive. 
It saves trouble, time and money. 





List the complete line of SPECO Solder- 
ing Chemicals in your Radio and Elec- 


trical catalog because:— 

They answer every soldering requirement. 

There is a special SPECO Radio Soldering Out- 
fit which every dealer in your territory will ap- 
preciate. 

They are made right, priced right and sold right. 

There is a definite jobber policy behind them. 

Write for our SPECO SERVICE BULLETIN. It 


‘ will help your sales. 





Pfanstiehl Chemical Company 


SPECO 


IDELE ANSONIA ELECTRICAL CO. @ 
- 


BELLS 


STEEL INCASED 


The ‘“‘ANSONIA” 
heavy duty Bells 
competitive prices. 


This bell is exceptionally well 
made, and will give unusual service 
under the most severe conditions. 


The base is completely sealed— 
made of heavy stamped steel. The 
dust proof cover is easily removed. 


Made with 4, 5, 6 and 8-in. gongs. 


Waukegan, Il. 




















Steel incased 
are offered at 





641-L—Battery type. 
642 —High Voltage type. 
642-T—Transformer. 

Sold through jobbers. 
Write for 64-page catalog J which 
illustrates bells, annunciators and 
our complete line of other electrical 
house goods. 


THEANSONIA ELECTRICALCO. 
ANSONIA,. CONN. 
ANNUNCIATORS — BELLS — BUZZERS — PUSH BUTTONS 


ELECTRICAL HOUSE GOODS 


























merely applying two screws which ar. 
equipped with thumb nuts. This i, 
a distinct advantage to the lamp dis- 
tributor who can, when he so wishes. 
place the upper part, the display 
panel, in the window as the center of 
his trim and still keep the merchan- 
dising half of the Lamp Counter sell- 
ing lamps inside the store. 

The outfit comes completely wired 
and ready to fill with lamps from the 
agent’s consigned stock. A 100 watt 
lamp provides the entire illumination 
employed on the display. The Count- 
er may be purchased, as shown in the 
photograph, for $6.95 F.O.B., Coshoe- 
ton, Ohio, or with a walnut finished 
metal table on which it fits securely. 
The table also provides a shelf for ad- 
ditional lamp stock. The table is sold 
for $5.00, making the cost of the com- 
plete lamp selling and stocking com- 
bination $11.95. 

The Counter attracts, demonstrates 
and sells, and repeated tests have 
shown that it will sell more than 
twice as many lamps as 11 running 
feet of the popular open type of table 
display. The first units will be ready 
for delivery the latter part of May 
and orders will be filled in the order 


in which they are received. 
* * * 


Ingersoll Manager of Pfanstiehl 

C. D._ Ingersoll, who formerly 
was with E. I. Du Pont de Nemours 
& Co. in the research department, has 
become manager of the Pfanstieh] 





Chemical Co. of Waukegan, Ill. This 
company was formerly known as the 
Special Chemicals Co. and among 
other things manufactures the well 
known “Speco” line of soldering 
chemicals, pastes, sticks, salts, fluxes. 
soldering oils and acids, solid sal am- 
moniac, etc. as well as the “Speco” 
radio soldering outfit. 

Mr. Ingersoll has the management 
of both production and sales and is 
well qualified for the work, with an 
excellent training in both chemical! 
and engineering work, and a broad 
merchandising background. He has 
established a jobber policy in connec 
tion with the sale of these products 
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Wherever individual light is needed —the BUSS will fit. 











How BUSS Light solved a 
problem in spot-lighting 


Problem:—The management of the Jefferson Hotel in St. 
Louis wished to make a temporary display of a certain 
painting. The pictures in the hotel’s permanent collection 
were hung on the lobby walls and spot-lighted with built- 
in fixtures. But, as there was no vacant wall space, the 
latest addition was placed on an easel. This brought up 
the question, “How can we most easily spot-light it to 
the best advantage?” 


Answer:—Someone thought of the BUSS Light. Its 
qualifications for the job were discussed: “It is adjustable; 
we can throw the light from any angle. It has a simple 
clamp; we can easily fasten it to the picture frame. It 
is handsome, refined; will ‘fit in’ well with the surround- 
ings.” That combination of facts quickly won the job 
for the BUSS Light. 


Result:—The painting is exhibited to the best advantage— 
brightly illuminated without glare. The color and contour 


of the lamp harmonize perfectly with the picture and its 
frame. And the BUSS Light will be available for other 
uses when it is through “showing off” the painting. 
This is just one instance of the unlimited possibilities of 
the BUSS Light for use in lighting special exhibits, 
whether the subject is an art treasure, merchandise or 
what-not—just another case of 

Where Individual Light Is Needed The BUSS Will Fit 


Watch for another suggestion next month. 


Hey Fellows!! 


$10.00 for your experiences 


Send us suggestions for new uses for BUSS 
Lights taken from your experiences. We will 
pay $10 for each one we use in this or other 
publications. 





BUSSMANN MANUFACTURING COMPANY, university at Jefferson, St. Louis, Mo. 
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This is Walter C. Haffner, who operates 
in the southwest for Pass & Seymour. 
With headquarters at St. Louis, Walter 
covers Missouri, Kansas, Oklahoma, 
Texas, Louisiana, Arkansas and Missis- 
sippi. He knows sockets like Persh- 
ing knows soldiers. He works hard and 
shoots a nice game of golf. 














ing wider use 









Fittings and reflectors are interchangeable, offer- 
and greater utility. 
simple and weatherproof. 
porcelain enameled green outside, white inside. Gal- New 
vanized socket fittings. If you are not already fa- 
miliar with “Q-D” sign lighting equipment, write for 
further details and new catalog. 


QUADRANGLE MFG. CO. 


26 S. Peoria Street 





Don’t Pass Up 
Profitable 


Sign Business 


Quick, profitable sales are yours with the 
new “Q-D” 45° Angle Horizontal Type Re- 
flector for sign and billboard lighting. Sign 
companies at once appreciate the labor-sav- 
ing and easy-wiring features and the un- 
usually low cost of this better sign lighting 
equipment. Reflector can be detached for cleaning 
without disturbing electrical connections. Eliminates 
goose necks and pipe elbows. 





Unit is strong, 
Made of Armco iron, Notice 


Address 











Chicago 


YAP 
REFLECTORS ) 


SOLD THROUGH JOBBERS 


























Another Line Desired 

The C. R. Bach Co., favorably 
known representatives of electrical 
products in the Pacific Coast and 
Inter Mountain territories, states that 
it is in a position to represent one 
more high class manufacturer inter- 
ested in distribution throughout these 
territories. This company has covered 
California, Nevada, Oregon, Washing- 
ton, Idaho, Montana, Utah, Arizona, 
and the Hawaiian Islands for a num- 
ber of years, and is now distributing 
Pass & Seymour, Inc., wiring devices, 
Central Tube Co. conduit, and Ander 
son-Pitt reflector heaters. The address 


is 252 Fifth St., San Francisco. 
* * * 


Danbury Electric Secures New 

Philadelphia Representatives 

Cunningham & Montgomery, Phila 
delphia, have been appointed repr: 
sentatives for the Danbury Electri 
Mfg. Co., Danbury, Conn., a we! 
known manufacturer of push buttons 
and switch plates. This appointmen' 
was made possible through the cour 
tesy of William MacAvoy,‘Jr., Phila 
delphia, who is now concentrating his 
attention on the Frank Adam ani 
Major Equipment Co., lines. 








May, 1928 THE JOBBER’SMAJSALESMAN 10 












‘FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 





~~ ———— 





“NTA” 
hread Unilet 


eed t Unilet 


the MT Unilet 


ot This is the kind of job 


TI for which you can sell 


+ 
No-Thread Unilets 
Above is shown one of the aisles in _ aseasily as the ordinary joining-up of 
the ‘‘stacks’’ (where the books are _ straight sections along anopenceiling. 


onTT” kept) of the California State Library 
Not hread Unilet at Sacramento. There are several aisles 
like this on every floor—and there 
are seven floors. 























Speed and ease of installation are out- 
standing characteristics of No-Thread 
Unilets. No loose parts, no change in 
diameter of threaded parts, positive 
metal-to-metal contact assured. 


Alternating conduit-junctions in 
these cramped passage-ways, include 
two sections of conduit bent at right Are you getting your share of Uni- 
angles—a type of installation which let business on these installations? 
can behandled with No-Thread Unilets | Have you our latest catalog? 





No-Thread Coupling 








O APPLETON ELECTRIC COMPANY 
oe 1734 Wellington Avenue + Chicago, U. S. A. 
New York—15S0 Varick Street Los Angeles— 340 Azusa Street 


























3. Tighten nut 


Reg. U. S. Pat. Off. 


FITTINGS 


BETTER WIRING 


and CONDUIT 


STANDARD FOR 
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Are your dealers 
ready for the 
first hot days? 


Dont let them lose 
sales for themselves and 
for your house by wait- 
ing too long. Close those 


last minute contracts 
now for— 
MERS ON FANS 
wi 





the & Year Guarantee 


THE EMERSON ELECTRIC MFG. CO., 
2018 Washington Ave. St. Louis, Mo. 
806 W. Washington Blvd. Chicago. 
560 Church St. New York 


City 




















When you screw a wire nut over 
the ends ofapair of wiresyou auto- 
matically make a better contact, 
stronger joint and more perfectly 
insulated connectionthan ever be- 
fore. Thethreads in the brass inset 
bite and grip the wire ends and the 
Coltrock shell extends well back 
over the insulation on the wires. 








Wire nuts 
come in stand- 
ard packages 
of 100. Use 


themforspeed, Cours PATENT FIRE ARMS MFG. Co. 
and efficiency. MOLDED PRODUCTS DIVISION 
its Hanrtrorp, Connecticut, U. S. A. @ 


33-O-104A NEW YORK - BOSTON - PHILADELPHIA - PITTSBURGH - CHICAGO - SAN FRANCISCO 



































Newcombe-Hawley Licensed 
Under Magnavox Patents 
A licensed agreement has been con 

summated whereby Newcombe-Haw 
ley, Inc., large manufacturers of ex 
ponential horn type reproducers, wil! 














V. Ford Greaves 


market a reproducer of the dynamic 
type under Magnavox patents. In this 
connection, Newcombe-Hawley _ has 
secured the of V. Ford 
Greaves, who has been engaged in the 
development of dynamic cone repro- 
ducers with the Magnavox Co. for the 
past several years. 

Mr. Greaves has been active in re 
search work in acoustics since 1910. 
He conducted important radio activ- 
ities for the government during the 
war, and holds a Lieutenant-Comman- 
der’s commission in the U. S. Naval 
Reserve. Since the war he has been 
associated with the Federal Telegraph 
Co., and later with the Magnavox Co. 

* * * 
Fager Wins Art Prize 

Ed. Fager, artist designer for tli 
Aladdin Mfg. Co. of Muncie, Ind., re 
cently won the John C. Shaffer $500 
prize for the outstanding picture dis 
played at the Hosier Salon at tlhe 
Marshall Field & Co. picture galleries 

The composition was a 
entitled “The Evening 


service 


at Chicago. 
landscape 
Song.” 
This was the first year that Mr. 
Fager even entered work in the big 
Chicago show of Indiana art. His 
three pictures that were submitted 
passed the jury and his largest canvas 
the “Blue Shawl” was so named be- 
cause one of the group of small fig- 
ures in the foreground of an old 
Italian Garden wears a blue shaw! 
This one won the Lucy Ball Owsle} 
prize of $100.00 for the best garden 


| Scene. 
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1§ PEIRCE 
pressed steel 
pole plate. . 


Stronger 
ldetevemersKieselel 


Clamps 
detemoyucte<cit 
Permits internal 


WIring 
Build Strength, Economy and 
Beauty into your Street Lighting Curved 
Systems—Use to fit the sexe) le 


PEIRCE STREET 
HOOD BRACKETS 


Now is the time to consider your street lighting program. Street Lighting 0 


Engineers are working up their specifications with the idea of building strength, COMPLE : E 
economy and beauty into their lighting systems. 
The Peirce Standard Type Street Hood Brackets have been designed by our AR I ING re) 


engineers with this idea in mind. Strength—they are far superior in strength to ° 
other types of street hood brackets due to the fact that they are mounted to the ‘dab 
pole by presteel pole plates rather than castings. Economy—they are cheaper 


n the long run than the ordinary type of bracket due to the fact that they are PEI R< i> 
completely galvanized by the Hubbard Hot Double-Dip Process. Beauty— 
ihey are made with an artistic scroll and take up less space on the pole than E, IALTY 
nost other types of street hood brackets. 
The Peirce Presteel Pole Plate which is a part of these brackets is a new departure “Refer ze) 
| the street lighting field and has been prompted by many accidents occurring to 
nemen who often accidently drop to the street on account of defective castings. the Ht IBBARD 
lor this reason Peirce has developed a Pole Plate of presteel, stronger than castings, 
t eliminates threads on the pole end of the bracket and clamps around the pipe. ror: ¥-WAe) ‘e 
Hubbard Pole Line Hardware, Peirce Construction Specialties 
and Copperweld Ground Rods are carried in stock and sold 
exclusively through the ‘\eading Electrical Jobbers. 
Jobbers 


(Hubbard and COMPANY 


PITTS BURGH ” OAKLAND, CAL.“ CHICAGO 





Sold Through 
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The Fuse 
That Sells 


N the K-E Clear Window Fuse 
Plug you have a product that 
sells on sight. 


The fact that the blown fuse 
may be instantly detected is re- 
sponsible for the popularity the 
new K-E is enjoying. 

Packed 5 in a box, K-E Clear 
Window Fuse Plugs make an at- 
tractive counter display. 





The electrical industry is dependent upon 
conscientiously made fuses. 


Some of the larger central stations and 
railroads depend upon K-E Fuses because 
of their ability to withstand hard usage. 


We carry a complete line of Enclosed 
Fuses, Auto Fuses, Link Fuses, Fuse Plugs, 
and Ground Clamps. 


Write for complete details. 
Sold thru Jobbers. 


KIRKMAN ENGINEERING 


CORPORATION 
New York, N. Y. 


1 Dominick St., 


TRADE 


| 
| 
| 


| 


““CeCo’”’ Grows 


The C. E. Manufacturing Co., Inc., 
of Providence, R. I., makers of “Ce- 


| Co” radio tubes reports that the sales 


increased approximately 40% during 


| 1927 over the year 1926, and its busi- 


ness during the first three months of 
1928 has been 100% more than the 
corresponding months of 1927. The 
future business now on order reaches 
a total of approximately $400,000. 

Ernest Kauer, head of the engi- 


| neering staff, states that several new 








types of tubes are in preparation, and 
their production will shortly be an- 
nounced to the radio trade. 


* * * 


Acme Electric News 

In order to obtain data with refer- 
ence to the possibilities of radio tele- 
vision and other new radio products 
that are in the process of development 
abroad, C. H. Bunch, chief engineer 
of the Acme Electric & Mfg.- Com- 
pany of Cleveland, Ohio, has made 
arrangements to take an extensive tour 
through the metropolitan cities of 
many European countries. 

Recently, Roger V. Pettingell, lo- 
cated at 1101 Statler Bldg., Boston, 
Mass., was appointed representalive 
for the Acme company radio products 
to cover the entire New England ter- 
ritory. 

* * * 


Amrad Meeting in Chicago 

The latter part of March, Major 
James E. Hahn, president, Albert B. 
Ayers, general manager, F. E. John- 
ston, chief engineer, and W. H.Lyon, 
general sales manager, of the Amrad 
Corp. journeyed to Chicago, together 
with Mr. Glaser of the advertising 
agency of Glaser & Marks, Inc., for 
the purpose of holding a general meet- 
ing of Amrad men in the West and 
in order to start the wheels of pro- 
gress in their new branch factory at 


Chicago. 
* * # 


New Wahle Representatives 

The Albert Wahle Co., Brooklyn, 
N. Y., reports the appointment of 
three representatives. Geo. W. Un- 
derhill, 917 Pine St., St. Louis, will 
cover the middle west territory on 
the Findlay and Wahle fixtures and 
lamps. A line of samples will be 
on display at St. Louis at all times. 

Tideman & Whetter, 600 W. Jack- 
son Blvd., Chicago, will represent 
this company on the Wahle radio 





Edwin F. Ely formerly with the Sim- 


plex Electric Heating Co. and well 
known in the sales end of the electrical in- 
dustry, has been added to the sales force 
of the Electrical Division of Colt’s Patent 
Fire Arms Mfg. Co., for the express pur- 
pose of specializing on “Foursome” sales in 
New York, New Jersey, and Pennsylvania. 





tables in Indiana, Illinois, Wisconsin, 
and Iowa. Max Hass, formerly with 
the Hass Elec. Supply Co., Cleve- 
land, is covering Ohio on radio tables. 


* * * 


Commutator Dresser Repre- 
sentative 
The Commutator Dresser Co. of 
Sycamore, IIll., announces that it has 
just appointed the Syracuse Supply 
Co., 314 W. Fayette St., Syracuse, 
N. Y., as its exclusive sales represen- 
tative for the sale of “Ideal” commu- 
tator resurfacers and other motor 
maintenance equipment in the Syra- 
cuse territory. 
* * * 


Garside Opens in Boston 

W. A. Garside, formerly New 
York representative for the Simplex 
Electric Heating Company, in New 
York, has severed his connection with 
that concern and has returned to his 
old “haunts” in Boston where he 
will establish himself as a manufac 
turers’ agent. 

Among the several manufacturers 


whom he will represent are thie 


Beardsley Manufacturing Co., thie 
Jiffy Wire Connector Co. and _ the 
Ohio Stamping & Engineering Co. 

Mr. Garside was, at one time, lo- 
cated in New England, representing 
the Simplex Electric Heating Co. 
in that territory. 











May, 1928 THE JOBBER’SfA)SALESMAN ill 


FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 























EERLESS 1928 Fan Window  Dis- 
fl plays are full of life, action and color. 
They sell the idea of “cool off’ on hot 





days—of comfort—dquietness and safety in 
every room in the home and office. 


Flexible enough for any window—large or 
little—this display can be put in place with 
; a very small amount of time and labor com- 
pared with the effectiveness of the showing 
; —dand the sales results. When not in the 
window, the posters make excellent store 





cards, too. 


With the Peerless 1928 Fan program your 
dealers can se// -fans, not merely stock them. 
Write for details and samples of Peerless 





dealer selling helps. A few jobbing terri- 





tories are open and the fan selling season 





looms just ahead. 











{hn PEERLESS ELECTRIC , Moon loss. COMPANY 


WAR REN, ¢ 


HO. | 











- SS ¢ 
| GENERATORS 








ESTABLISHED i893 
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INDUSTRY SERVICES 


Listing Furnished By The Society for Electrical 
Development, 420 Lexington Ave., New York 


Available From Edison Lamp Works, Harrison, N. J. 


Color Booth 
Demonstrates the effect of colored light- 
ing on colored cloths and pictures. 

Directional Lighting , 
Demonstrates the effect of lighting ob- 
jects from different directions. 

Glare Demonstration 
Shows the effect of a glaring light 
source on the human eye. 

Historical Display 
Shows the advancement of lighting from 
ancient to the modern in ten steps. 
Actual reproductions of lamps used in 
the various eras. 

Lamp Parts Panel 
Showing parts of the incandescent lamp 
at various stages of manufacture. 

New Standard Line Shade Box 
Shows various types of shades which can 
be made or purchased which are satis- 
factory for home lighting. 

Speed of Vision Machine 
Illustrates the effect of increasing the 
intensity of light on a moving object. 

Shadow Box 
Illustrates the difference between a 
small light source (which creates sharp 
shadows) and well diffused illumination 
which smothers out the shadows. 

Transparencies 
Actual photographs illuminated from 
the rear showing good and bad lighting 
in the home and factory. 


Lectures Illustrated with Lantern Slides 
Lecture No. 8 History of the Incandes- 
cent Lamp. 35 slides. 

Lecture No. 9 Manufacture of the In- 
candescent Lamp. 24 slides. 

Lecture No. 11 Home lighting. 53 slides. 
Lecture No. 17. Lighting and Its Rela- 
tion to the Industries. 42 slides. 
Lecture No. 19 Store and Show Win- 
dow Lighting. 53 slides. 

Lecture No. 57 Theory and Characteris- 
tics of MAZDA Lamps. 24 slides. 


“MORE POWER TO YOU” Campaign for 

Building Good Will i 
This book is a service campaign and is 
designed as a complete outline of the 
most logical way to promote good will 
and to inspire confidence in the Electric 
Service Company. 


Lighting Courses at Edison Lighting In- 

stitute 
Intensive courses of instruction on il- 
lumination design and sales methods are 
held periodically at the Edison Lighting 
Institute, Harrison, N. J. For informa- 
tion regarding details and _ schedules, 
write to Mr. A. D. Bell, Lighting Sec- 
tion, Edison Lamp Works of General 
Electric Company, Harrison, N. J. 


Available From The National Electric Light 
Association—420 Lexington Ave. 


(1)—Newspaper Advertising Service 

(2)—“*The Romance of Power” 
An address prepared by C. M. Ripley, 
copies of which are available with a set 
of 104 slides. The cost of the slides 
$35 per set. Speaker’s pamphlet—-75c 
the copy. There is also available a 
pamphlet for general distribution, 20c 


per copy; 100 or more, $17.50 per 100. 
(3)—Moving Picture Films 

(a)—‘‘Back of the Button”’ 

(b)—‘‘Yours to Command” 

These films each two reels in length are 

available on loan from the N. E. L. A., 

free of charge. 


Available From The Artistic Lighting Equipment 
Association—420 Lexington Ave. 


(a)--A Uniform Cost Formula available 
without charge to all manufacturers of 
lighting equipment in the industry. 

(b)—An economical direct-mail and Sales 
Promotion Campaign for the use of a 
local dealer or electrical contractor. 

(c)—-A series of 10 newspaper advertise- 
ments in mat form ready for the dealer 
to use in his local newspaper. They are 
designed to encourage refixturing busi- 
ness. To support this advertising, there 
are available in mat form 6 illustrated 
newspaper stories on refixturing. 

(d)—-A complete Sales Promotion and Re- 
fixturing Campaign designed for the use 
and tie-in of the members of the A. L. 


E. A., but also including all other ele- 
ments in the industry interested in the 
sale of lighting equipment. 

(e)—An eight page booklet with illustrated 
special cover in colors and entitled ‘‘Out- 
door Lighting—Lanterns for the Home.”’ 
For use in direct campaigns. 

(f)—-A lithographed 5 piece window dis- 
play, furnished to all members of the 
Association and sold to non-members in 
the industry at $1.50. 

(zg)—Several mailing folders are available 
by any one in the industry at a cost of 
$5.00 per 1000. Inside pages are left 
blank for the dealer, jobber, electrical 
contractor or manufacturer to illustrate 
his own particular line. 


Available From The Society For Electrical Development, 
Inc.—420 Lexington Ave. 


S.E.D. Monthly Advertising Service 
An Advertising Service prepared by ex- 
perienced advertising men who have had 
long contact with the advertising prob- 
lems of the electrical industry. Issued 
monthly. Each Service contains 12 to 
15 newspaper advertising suggestions de- 
signed to tie in with industry activities, 
seasonal campaigns and important oc- 
casions. Also with each Service are sup- 
plied window or store display sugges- 
tions and two copies of an attractive 
display card in colors. With the proofs 
of the advertisements is a complete set 
of matrixes for the illustration. The 
cost of the Service is extremely reason- 
able and is by subscription. 

The Red Seal Plan 
The Red Seal Plan is operated through 


local electrical leagues by license issued 
by The Society for Electrical Develop- 
ment, the national sponsor for the Plan. 

Refrigeration 
A 20-page publication in mimeographed 
form entitled ‘“‘General Talk on Electric 
Refrigeration” is available for distribu- 
tion. The subject matter is written in 
simple every day language and the Talk 
will be extremely helpful as a guide to 
those addressing meetings of club women 
or especially invited guests at refrigera- 
tor shows and demonstrations. Price 
per copy, $1.00. 

Industrial Truck Handbook 
A handbook entitled ‘‘Profitable Appli- 
cation of Industrial Trucks and Tractors 
in Industry,” 96 pages and some 136 
illustrations. Price per copy—$1.00. 


Available From The Graybar Electric Co., New York, N. Y. 


Copies of the following addresses are 
available from the Graybar Electric 
Company, without charge. They will be 
helpful to members of the industry in 
the preparation of addresses dealing with 
distribution problems: 

(1) “Distribution from Many View- 


-by A. L. Salt, President, Graybar 
Electric Company 





(2) “The Distributor” 
by A. L. Salt, President, Graybar 

Electric Company 

(3) “Hand to Mouth Buying” 
—by L. M. Dunn, Vice President, 
Graybar Electric Company 

(4) “Some of Our Problems as We 
See Them’”’ 
—by G. E. Cullinan, Vice President, 
Graybar Electric Company 























Carl F. Propson, of Rochester, New 
York, has been appointed advertising 
manager for the Crosley Radio Corpor:- 
tion. He has had wide experience in the 
advertising field. For the last six years 
Mr. Propson was director of advertising 
and sales promotion for the Bausch « 
Lomb Optical Co., at Rochester and prior 
to that was export advertising manager 
for KE. I. du Pont de Nemours & Company, 
Inc., of Wilmington, Del. 


Tie In With Campaigns 

T. J. Rider, who is assistant man- 
ager of the Sunbeam Lamp Division 
of the National Lamp Works, has 
this suggestion to offer: 

“As you know, a great many cen 
tral stations have conducted cam 
paigns in their territories to fill 
empty sockets. All of these cam- 
paigns have been very successful and 
I believe in all cases the lamps hav: 
been sold, in kits containing an as 
sortment, at list prices. 

“While this Division is not partic 
ularly interested in central stations. 
not handling any of the large syndi- 
cates, still our exclusive distributors. 
Graybar, and the other jobbers in th: 
U. S. could, we believe, profitably ti 
in with such campaigns in their local 
ities through the secondary lamp dis 
tributors—the dealers in such towns 





“T believe it is a fact that any ad 
vertising campaign not only, as a rule. 
benefits the firm whose commodity 's 
being advertised, but to a minor ¢ 
tent their competitors, so that. tli 
dealers in any city or section where t! 
central station is putting on such 
campaign, by tying in and trailing 
along with the central station throug! 
the medium of window displays, et«., 
can we believe bask in the reflect:d 
rays of such a campaign and benctit 


by increased sales.” 











THE JOBBER’SJSALESMAN 113 





T 


Wire and 











Tudor-Stuart Garden Apartments 
131-141 East 21st St., Brooklyn, N.Y. 








CONDUIT , 
OMPANY, Inc. & 


TRIANGLE c 


General Offices: Dry Harbor Road & Cooper Ave., Brooklyn, N. Y. 
Factories: Brooklyn—Chicago—Butler, Pa. 
In Canada: Canadian Triangle Conduit Co., Ltd., Toronto 
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RIANGLE 


Armored Cable 





N THE TUDOR-STUART 
Garden Apartments—the most 
modern garden apartment house 
in Greater New York—all ma- 
terials were selected for quality. 


That is why TRIANGLE ma- 
terials were chosen for the elec- 
trical roughing-in. 


The architects are McCarthy 
and Kelly of Brooklyn, and the 
electrical contractors are Wiener 
and Pearlman of the same city. 


a 


TRIANGLE PRODUCTS 


ARMORED CONDUCTORS 
(round, flat and leaded) 
a 
‘*TRIEX”’ 
(non-metallic sheathed cable) 


oe 
RIGID STEEL CONDUIT 


a 
NON-METALLIC 
FLEXIBLE CONDUIT 
on 
RUBBER COVERED WIRE 


A 
RUBBER COVERED 
LEAD-ENCASED WIRE 


= 
FLEXIBLE STEEL CONDUIT 


TRIANGLE 
ARMORED CABLE TOOL 


Sold Through Jobbers 


ai) 
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Trade Mark 


WIRE CONNECTORS 


HAVE 
A REPUTATION 
FOR HIGH CLASS WORK 


MILLIONS IN USE 





Patented 


Safer— Quicker — Cleaner — Better 


Progressive contractors know that 
SRK’s make perfect joints without 
solder or tape. They prefer them 
because they save time and lahor; 
avoid dirt, smoke, danger of fire or 
damage. They use them because 
there are important features found 
only in SRK’s, and their use in- 
sures high grade work, efficiency 
and economy, all of which are ex- 
cellent reasons why you too, should 
use them. Fit all standard outlet 
boxes or fittings. Sample on re- 
quest. Sold by leading jobbers. 


Underwriters approval No. E-7040 
Manufactured by 


JIFFY WIRE CONNECTOR CO. 


astern Sales Agents 
CUNNINGHAM & MONTGOMERY 
New York—Philadelphia—Pittsburgh—Boston 


HACKENSACK, N. J. 














QUALITY 
PRODUCTS 


) ats 





Guaranteed 


Sartore Conduit System 
Underwriters’ Standard 


Guaranteed 


“Wimo” Slick-Finish Loom 


Underwriters’ Standard 





Guaranteed “Wimo” Slick-Finish 
Non-Metallic Sheathed Cable 


Underwriters’ Standard 


THE WIREMOLD COMPANY 


HARTFORD, CONN. 











Craig With Oliver Iron & Steel 


Nelson G. Craig has been appoint- 
ed district manager at Philadelphia, 
with offices at 1420 Walnut St., by the 
Oliver Iron and Steel Corp. of Pitts- 
burgh. Mr. Craig will have charge of 
the bolt, nut, rivet and pole line ma- 
terial sales in the Philadelphia terri- 
tory. Prior to his affiliation with 
Oliver he was associated with the 
Rumsey Electric Co. of Philadelphia. 


* * +* 


New Belden Representatives 


G. K. Thompson has been ap- 
pointed as New England representa- 
tive of the Belden Mfg. Co., of 
Chicago, and will work on Belden 
merchandise items selling to the 
automotive, radio and electrical job- 
bing trades. 

Wallace R. Lynn, of 268 Market 
St., San Francisco, has been ap- 
pointed Pacific Coast representative 
of the merchandise division of the 
Belden company. 


oO * 


Radio Sets Put Out on Trial 


The new policy of the Crosley 
Radio Corp., is to allow all potential 
customers to have a Crosley “Jewel 
Box” installed in their homes on a 
free trial basis. Why not? It is 
done with vacuum cleaners, washing 
machines and scores of other ap- 
pliances. You can even take home 
an automobile and try it for a day. 
This set, being all electric, and with- 
out batteries to run down or acces- 
sories to be injured (the element 
which no doubt held back this policy 
in the past) can be sent out on trial 
without fear of deterioration. 


* * * 


Additions to Black & Decker 


Personnel 


R. C. Bastress, formerly with the 
Fort Wayne Iron Store Co., has 
joined the Black & Decker organ- 
ization to handle Indiana and part 
of Michigan. 

L. W. Beuhausen, formerly with 
Slocum and Kilburn, has been em- 
ployed to handle Black & Decker 


| products through western Massachu- 


setts. 
G. N. McCarthy will represent 
the company in the Buffalo territory, 


taking the place of H. B. Austin, | 


who has been transferred to the Chi- 


| cago district. 























oa your trade Kliegl window 
lighting specialties—spotlights 
and floodlights. There’s a _ sub- 
stantial profit. Direct shipments 
are made when so ordered. And 
Jobbers are fully protected in the 
matter of price. Other profitable 
Kliegl items are: 


Stage Pockets 
Wall Pockets 
Panel Pockets 
Plugging Boxes 
Footlights 
Borderlights 
Connectors 
Spotlights 
Floodlights 
Aisle Lights 
Music Stands 
Color Mediums 
Stage Cable 
Sundry Supplies 


Write for a copy of 


our a Trade 
Catalog 


KLIEGL BROS 


Universat Evectric STAGE LIGHTING Co. Inc. 
32! West 5Oth Street 
NEW YORK, N.Y. 

















<KRUSEP> 


Switch Box Supporting Strips 
with Lath Holders 


A leader for nine 
years. Millions of sets 
sold yearly. Used by 
contractors everywhere. 
Stocked by all leading 
jobbers. 


ALSO 
Kruse Strips combined with Switch 


Boxes 

“Ready” Service Fittings 

Peerless Type A Old Work Hangers 

Fitz-M-All New Work Hangers 

Non-Metallic Sheathed Cable Straps 
WRITE 


For Prices and Literature 


MID-WEST METAL PRODUCTS CO. | 





MUNCIE, IND. 
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You don’t need a to sell 


dealers American Blower Ven- 





you UPp - WRITE TO-DAY FOR PLANS - 


American Blower Corporation, Detroit, Mich. 
Canadian Sirocco Company, Ltd., Windsor, names 


Branch Offices in all Principal Cities 
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Bell Ringing 
Transformers 


All Approved Types including 


Outlet Box Type 


M-26 or T-26, Outlet Box 
Types, are rapidly becoming 
standard. These transformers 
are completely encased, can be 
mounted in a moment and as- 
sure a neat and efficient instal- 
lation. 

M-26 is equip with knock-out 


Pi rosy Pie Dental 
eo rty-third 
Arch oo Phila- 
delphia, is manufactur- 
ing the new air circu- 
lator shown here. It 
has a highly finished 
surface and is beauti- 
ful in both a rance 


for drop cor and design. e motor 
has ball thrust bear- 
ings. 














M-26—8 Volt 
T-26—6, 8 and 14 Volt 

— for both 8 inch ios 4 inch outlet 
x, 

Write for prices and information. 


DONGAN ELECTRIC MFG. CO. 
2993-3001 Franklin Street, Detroit, Mich. 








[TRANSFORMERS of MERIT for FIFTEEN YEARS 














The Wodack Electric Tool Corp., 
4627 W. Huron St., Chicago, has 
brought out a new type “B” portable 
electric hand saw which, in addition 
to vertical sawing, provides for bevel 
sawing at any angle up to 60 degrees. 
A “width gauge” for vertical sawing 

| ge yr — of | width from 0 
o 6 in. universal motor is fur- 

The Standard Electric Stove Co., nished for 
Toledo, O., is manufacturing the No. volt. ee ee oO 
360 range shown above. It is fur- 
nished with legs or with cabinet base. 
The finish is regular or white porce- 
lain, and it may be had with or with- 
out temperature control. 












































“hhé Glass Top fuse 


“ snows WHEN BLOWN........ 
cocceccccceccss SHOCK PROOF 





ROYAL CRYSTAL .... the popu- = 
lar glass top fuse ....a sure-fire, fast- ( 
selling item ... . arranged in handy 





5-pack to assure that “extra sale” , 
and in 50-pack carton. A superior qual- 
ity product. at a competitive price. 

Write our nearest sales representa- 
tive for complete information and 
prices. 





The Metal Ware Corp., Two Rivers, 


Royal Electric Co. Wis., introduces this year a new edu- 


cational toy—the “Empire” magnetic 





CHELSEA STATION BOSTON, MASS. engine. In appearance it is practical- East Haven §S ialty Co., East 
wees ere * , ae - ly "s replica of the old Corliss steam Haven, Conn., is Meidicieeting the 
Hatheway & Co., Inc., 16 Hudson St. engine, being complete down to cyl- “Grip-Lock,” a device which prevents 
oon! waned Tar Ginee * inders, connecting rod, fly wheel, pis- thefts of lamps. The lock is screwed 
che 5 Philadelphia ee ae ton, throttle, boiler and smoke stack. in the outside of the threaded shell, 
Clay, Folsom, Allen Bldg., It operates, however, by electricity. the outside casing of the socket re- 

Dallas, Texas placed, and the lamp is locked. 


The Arcoe Electric Sales Co. 
54 West Lake St., Chicago. 
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| " ) ull need lamps: 





| March 1927, s] 79, ~ March 1928, $895. 
‘OUT IN FRONT’ did the trick. 









| 

















e/Z Lap SALES INCREASE of 400% in March, 1928, 
over the same period last year—that’s the record 


i ape @ 


/ applying the principles of the powerful sales plan 





of the Suburban Eleéric Company, Ridgewood, 
N.J. 
Hundreds of other Agents are doing what the 
Suburban Eleétric Company. has done. They are 


“OUT IN FRONT”—and are working their 
cash registers overtime. 


“6 Fere’s the Secret 


of my success in selling Edison Mazpa* 
Lamps,” says Mr. Walter J. Burnett, store 
owner, shown here with his Edison Mer- 
chandiser. “I attribute at least 30% of my 
lamp sales to this device alone. Backed by 
the window displays and advertising ma- 
terial of the Edison Lamp Works, it is, in 
my opinion, the most produdtive sales aid 


ever offered by any manufadturer...” 

Read the current issue of the Edison 
News Letter for further results of the 
“OUT IN FRONT” Aé@tivity. And ask 
those Agents who haven’talready purchased 
an Edison Merchandiser to buy one now. 
It will be a step toward bigger business for 
them—and for you! 


* Mazpa—the mark of a research service 


GENERAL @PELECTRIC 


EDISON MAZDA LAMPS 
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1928 





| 
| 


| 





Safe—Quick | 


—Economical! 


AGER’S Soldering Salts are safe— | 


quick and economical. 


Packed in % lb., 1 lb., and 5 Ib., 
round, blue and white enameled cans 
they make an attractive item for over- 
counter sales. 


We also manufacture Yager’s Solder- 
ing Paste—the original non-acid, non- 
corrosive flux. 


Send for Samples 


Alex. R. Benson Co., Inc. 
Hudson, N. Y. 


1873 











CThe 
BELLEVUE :SfRATFORD 


PHILADELPHIA 





The choice of discrim 
inating Philadelphians 
and particular travelerr. 


Jamous for its 
courteous service and 


rally d 
BROAD, at WALNUT 
35M. Rosinson, Manager 


NEW WILLARD 
Washington. DC 








New Electrical Products 








Here are the seven new products recently announced by Pass & Seymour, 
Inc., Solvay Station, Syracuse, N. Y. Above, left to right: No. 3318 bracket 
supporting switch; No. 418 sign receptacle for flood lights. Below, left to right: 
Type “CR” pendant cap with cord grip; No. 877 porcelain angle socket; No. 
3310 supporting switch for use with wall brackets; No. 3317 pull chain canopy 
switch which is exceedingly shallow, and the type “PY” cord grip porcelain cap. 


























A new manual across the line A.C. 
motor starter (CH-9115) is announced 
by the Cutler-Hammer Mfg. Co., Mil- 
waukee. Designed to meet the need 
for an inexpensive manual starter, 
it includes such outstanding advan- 
tages as overload cutouts giving com- 
plete motor protection; cadmium 
plated, double break, roller type con- 
tacts; and small size, safety, dust 
proof enclosing case. 








C. D. Wood Electric Co. 565 
Broadway, New York, has just an- 
nounced its new No. 475 one piece 
porcelain sign receptacle with inter- 
mediate screw shell. 





exTRA BOX Fitten 


WITH tacn ewitch 





The new “Levolier” fixture switch 
fits into fixture canopies and ceiling 
plates for commercial or other in- 
stallations, or into the knockout of 
the outlet box for industrial use. Its 
features are: Economy of installation; 
convenience of operation; flexibility 
of usage. It is made by the McGill 
Mfg. Co., Valparaiso, Ind. 








The Rodale Mfg. Co., 200 Hudson 
St., New York, has brought out a 
new cord connector, catalog No. T-73. 
The contacts are made of elephant 
phosphor bronze, and are so designed 
as to prevent the pulling out of the cap 
easily. This heavy duty cord con- 
nector has ample space inside, for 
wiring, and a good strain relief is 
pened: The assembly is simple, 
and the outside appearance neat. It 
is supplied with and without cap. 








al 
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A New ARROW Ceiling Unit 


DGo™~_ OO OGIO I OO JI O 





Low Priced 
Ready Wired 


Practical 


Good LooKing 


— 
~ 
ca 


No. 325 Exploded 


660 Watts — 250 Volts 











™. 9 ww >On Ow aC DOF’ DCEO OC Dew OC VO We OOF DCO OC ™™ OO YE = DOF 3C DOF” JC ee 


Cat. | List Std. Pkg. Car- Dimensions Screw Hole 





| 


C No. | Price | Pkg. Wet. | ton | of base Spacings 
325 | $0.35 | 100 | 30 | 5 | 4% in. [234 in. & 3% in. 
| } 











A free sample will be sent upon request 


SOLD THROUGH JOBBERS 


THE ARROW ELECTRIC COMPANY 
HARTFORD, CONNECTICUT 


( The complete line of Wiring Devices 





|) i SD OP ae ) —™n_ ©) (9 >< ©) (9 dC 
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BON ICON ICONOCAST OG IC OG NICOTINE 
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“oRATES 


ITER = 
CONDUIT 







Serving the Industry 
for 30 Years! 


OR over 30 years we have 
been serving the electrical in- 
dustry on its requirements for “Lo- 
ricated” and “Galvaduct” conduit. 
“Loricated” is the Pioneer 
Enameled Conduit, while “Galva- 
duct” is the oldest brand of Gal- 
vanized Conduit. 


“Sold Through Jobbers” 











TTibee 





In Dayton 


The Hotel Van Cleve, 

Dayton’s newest and 

finest hotel, opened in 

January 1928. 

300 Rooms—300 Baths 
Reasonable Rates 

















Garage in Connection 
C. C. SCHIFFELER, 


Managing Director 


HOTEL 
VAN CLEVE 
DAYTON, OHIO 


—- 
















New Electrical Products 








Chas, A. Branston, Inc., 297 Washington 
St., Buffalo, N. Y., announces the addition 
Above is 
shown the No. 4 portable table model “Bran- 
On the right is 
shown the pedestal model. This type of unit 
is said to be effective in generating a bal- 
anced radiation closely resembling that of 
the sun. The “Bran-Sun” ultraviolet projec- 
tor will be distributed through electrical job- 


of two new products to its line. 


Sun” ultraviolet projector. 


bers. 


























The Utility Electric Co., 620 Tower 
Grove Ave., St. Louis, is manufac- 
turing the curling iron shown above. 
It may be had in a variety of colors 
(baked enamel) and silk cord to cor- 
respond. Genuine nichrome_ wire 
heating elements are used. The iron 
is highly nickel plated. 








The Diehl Mfg. Co., Elizabethport, 
N. J., has announced its new fan 
“The Aristocrat.” It is a nine-inch, 
six blade oscillating fan rated at 
110 volts, 60 cycles. It has a bronze 
finish throughout, including blades. 




















The W. N. Matthews Corp. St. 
Louis, announces a new open type 
“Fuswitch” which has been designed 
for rural and farm lighting and rail- 
road use to meet the demand for a 
dependable switch of high rupturing 
capacity to sell at a low price. This 
new Fuswitch is known as the 1317 
Matthews “Fuswitch,” with a rating 
ef 100 amperes and 7500 volts. It is 
a vertical, open type switch especially 
designed for 6600 and 6900 volt serv- 
ice; and adaptable to 2300 and 4400 
volt service. It is equipped with the 
patented Matthews double tube, horn 
fibre vacuum cartridge which is used 
in the closed type Matthews “Fu- 
switches.” 














May, 1928 





THE JOBBER’S/A|SALESMAN 


121 
































aS ae ae 





Bait 


a 























No. 3221 No. 2221 





“Circle T” No-Fuse Tumbler 
Switches a line on which prospects 
exist in every industrial plant. 

The No. 3221 flush type tumbler 
switch is particularly adaptable to fac- 
tory lighting circuits. 

The No. 2221 has big sales possibil- 
ities on machines using fractional horse- 
power motors. 

The No. 2361 (surface type) three 
pole will take care of larger motors up 


J cece Salesmen will find in the 


No-Fuse 
Tumbler 


Switches 
for 
Light or 
Small 
Motor 


Control 


to and including two horse-power. 

The two pole Tumbler Switches both 
flush and surface type may now be used 
on 600 volt A. C. circuits, being rated at 
3 amperes or 34 H. P. at that voltage. 
This new rating has just been approved 
by the Underwriters. 

You are urged to go after the busi- 
ness available to you on these switches. 
Small industrial plants in particular 
should be combed by both you and your 
contractor-dealers. 


Sold Through the Jobber” 


The Trumbull Electric Mtg. Company 
PLAINVILLE, CONN. 


New York 


Boston Philadelphia 


Chicago 
Atlanta 
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A Galvanized, Rigid 
_ Steel Conduit 
“WHITENRED” 
4 Sonee BiissCoatod 
Acid-Proof Conduit 


Recommended and Sold 
by the Leading Jobbers 
for many years 


CENTRAL 
TUBE CO. 


PITTSBURGH, PENNA. 














In Cleveland. 


The Auditorium Hotel over- 
looking Lake Erie and directly 
opposite the Cleveland Conven- 
tion Hall, is located in the heart 
of the city. 


300 Comfortable Rooms 
$2.50, $3.50 and $4.00 


W. H. BYRON, Manager 
AUDITORIUM 
HOTEL 


Cleveland, Ohio 
East 6th and St. Clair Ave. 

















New Electrical Products 











Edwards & Co., 140th and Exterior Sts., New York, is manufacturing the 
new products shown above. Left to right: The “Combel,” a bell and buzzer 
on one frame having all parts covered except the binding posts. .It will op- 
erate on battery or transformer; the “Nubel” is a two-magnet bell designed 
to operate on battery or transformer, It fills the need of a medium priced 
bell for apartments and residences; the “Tubel” combines two distinctly 
different tone bells on one frame. Each bell has two magnets. All parts 
are covered except the binding posts. It is no larger than the ordinary bell. 
Will operate on battery or transformer. 








Richly embossed bronze is the out- 
standing feature of a new and com- 
plete line of commercial fixtures just 
announced by the F. W. Wakefield 
Brass Co., Vermilion, O. It will be 
known as the 1900 “Red Spot” line 
and includes chain pendants with 
holders from 21, in. to 8 in., ceiling 
types in the same range of sizes, and 
wall brackets with 2% in., 34 in. and 
4 in. holders. While their basic ap- 
peal is to the “eye,” the hangers have 
also many structural improvements. 






A new model C “Royal Spray” at- 
tachment for use on vacuum cleaners 
is announced by the P. A. Geier Co., 
Cleveland. The force of the air 
stream is so applied, in this model, 
that the spray mixture is raised to 
the top of the paint tube by com- 
pressed air and the full force of the 
nozzle pressure is thus utilized in 
spraying instead of being partially 
dissipated in raising the mixture by 
suction. Coverage by the “Royal 
Sprayer,” it is claimed, is rapid and 
even, yet the mixture reaches the 
painting surface in such minute mist 
as to insure a very fine finish. 





























The Ford Chain Block Co., Second 
& Diamond Sts., Philadelphia, Pa., 
is manufacturing the “Tribloc” hoist 
illustrated here. They are built in 
capacities ranging from 14 ton to 20 
tons. A_ high carbon, electrically 
welded chain is used. 


— 
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Solid Colors: 


R-P-Co Display Stands for Mahogany, White, Ivory, Wal- 
window display and counter nut, Buff, Gray. 

use are now on display in Pearl Finish: 

thousands of electrical stores. White Finish, Blue Finish, 


Green Finish, Pink Finish. 


Beautiful As Only Du Pont Material 
Can Make Them 


Dealer co-operation on R-P-Co Colored Switchplates. 


E have the goodwill of our deal- and are easier to keep clean—merely by 
ers and electricians through wiping with a cloth. 
complete satisfaction in our These new switchplates are so attrac 


' ; tive that it is only natural that they 
merchandise, honest methods, service have proved decidedly popular with 


and principle of fair profits. . builders who strive to have up-to-date 
R-PCo Colored Switchplates retain improvements installed in their living 


their original colors, will not tarnish, or office quarters. 


ROBINSON PRODUCTS, Incorporated 


S. W. COR. ORIANNA and CUMBERLAND STS., PHILADELPHIA 
MADE OF DuPONT MATERIAL 





Without any cost or obligation on my part, please send me 
your free sample switchplate with your illustrated folder on 
Send for R-P-Co Colored Switchplates. 


FREE. SAMPLE. =o... ee 
SWITCHPLATE a a cc . 


OI icc ceete errs name re tions vars, "Es 
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PASS & SEYMOUR, INC. 


Solvay Station, Syracuse, N. Y. 
New York: 71-73 Murray St. Chicago: 730-32 W. Monroe St. 


Sales Representatives: 
Boston: A. D. Stein, 156 Purchase St. 
Denver: F. E. Staible, Inc., 2356 Blake St. 
San Francisco: C. R. Bach Co., 252 Fifth St. 





AL-1475-ALABAX 
AL-990-ALABAX Ceiling Unit 
Wall Bracket 


AL-923-ALABAX 
Wall Bracket 




















PS 








Latest Trade Literature 


Karas Electric Co., 4040 N. Rock- 
well St., Chicago.—A highly attrac 


tive window display sign produced ji: 


collaboration with the Carter Radi. 


Co. which manufactures an adapter 


harness. The card depicts in a sim 
ple manner the ease with which on 





Convert Your Present 


Receiver to \=C using 
‘Karas A:C-:Former & 








BATTERY OPERATED SET 
ELIMINATING A&C BATTERIES & CHARGER 











may convert a battery set to AC op- 
eration, using the Karas A-C-Former 
and the Carter Adapter Harness. 
Karas has followed the old adage of 
telling its story in pictures, and ther: 
is little doubt that owners of batter) 
sets who see this sign will be force 
fully impressed with the - desirability 
and ease of converting their receivers 





Sonatron Tube Co., Newark, N. J. 
—“How to Take Care of Your Radio 
Tubes,” a booklet produced by this 
company, is one of the first if not the 
first text book on this subject in radio 
history. Its various editions total, it 
is said, almost a quarter of a million. 
Written in simple language, it enables 
the layman to give his set the same 
care he would his automobile. Quan 
tities can be obtained for dealer dis- 
tribution. 





Erie Malleable Iron Co., Erie, Pa. 
—The fifth edition of its general cata- 
log covering “Kondu” threadless fit- 
tings has appeared and is a complete 
reference work for all who are inter 
ested in the sale and installation of 
these fittings. 





Autovent Fan & Blower Co., Chi 
cago.— Bulletin No. 80, superseding 
No. 70 on “Unit Heaters” has just 
been issued by this company. 





Federal-Brandes, Inc., Newark, 
N. J.—‘‘The Kolster Dealer” is the 
new house organ of this company. It 
is a well edited attractive paper 
which should stimulate Kolster 
dealers. 
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Inland Glass Works, Inc., Chicago. | 
—A new catalog “Illuminated Glass- | 
ware” has just been issued by this 
company. It contains descriptive 
matter and prices on fast moving 
items for the average normal lighting 
requirements. The catalog is fur- 
nished in two editions,—a light weight 
for jobbers’ salesmen and dealers, and 
a heavy weight for office and salesroom 
use. A price list accompanies each 
catalog. 


Wagner Electric Corp., St. Louis. | 
—-Bulletin 151 describing a new line 
of air-jacketed motors (single phase 
repulsion-induction), 1 to 20 H. P. 
and polyphase squirrel cage, 2 to 30 
H. 


Master Electric Co., Dayton, O.— 
Form No. 888, treating of the fac- 
tory service this company has to 
offer, and price book No. 79, cover- 
ing: Type RA, a.c. single phase; 
Type PA, a.c. polyphase induction; 
Type DM, d.c. compound and mis- 
cellaneous motors, with complete spec- 
ifications and engineering data. 





| 
| 


The Arrow Electric Co., Hartford, | 
Conn.—This company has just issued | 
new catalog sheets showing changes 
and additions to some of the numbers 
in the Arrow line. 





American Flyer Mfg. Co., 2225 S. 
Halsted St., Chicago.—A complete 
32-page catalog, which fully describes | 
and illustrates its entirely new 1928 
“Rainbow” line. This catalog is 
strictly a dealer’s catalog and con- | 
tains much confidential trade informa- 
tion. The last three pages illustrate 
and describe the “Structo” toy line 
for which the American Flyer Mfg. 
Co. is general distributor. 


The Diehl Manufacturing Co., Eliz- | 
abethport, N. J.—This company has 
prepared a very complete set of sales 
helps for its fan dealers. This in- 
cludes a unique and attention-compel- | 
ling window display, an attractive | 
three colored nickel wall, counter or 
window sign, a decalcomania transfer 
for window or door, and a window 
poster for attracting attention. Addi- 
tional helps include large catalog No. 
39, small catalog No. 1725 imprinted 
for dealer distribution, envelope stuff- 

















PASS & SEYMOUR, INC. 


Solvay Station, Syracuse, N. Y. 
New York: 71-73 Murray St. Chicago: 730-32 W. Monroe St. 


Sales Representatives: 
Boston: A. D. Stein, 156 Purchase St. 
Denver: F. E. Staible, Inc., 2356 Blake St. 
San Francisco: C. R. Bach Co., 252 Fifth St. 
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1215 
Medium Base 
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worked like everything else. 
Our twelve salesmen in as- 
signed territories work the 
line constantly, placing orders 
through the jobbers’ sales- 
| men and the jobbers who 
stock the guards. 
Sell Flexco and Flexco-Lok 
guards in your territory. 


Flexible Steel Lacing Co. 


4698 Lexington St. 
Chicago, I. 












vy 
a Lamp guards need to be 


















































ers, descriptive bulletins and numer- 
ous line and screen cuts for news- 
paper, trade-paper or catalog illus- 
tration. 


Benjamin Electric Mfg. Co., 120 
So. Sangamon St., Chicago—A 12- 
page booklet, supplementary to the 
Benjamin “Crysteel” electric range 
catalog, illustrating and describing a 
new style electric range—the “Con- 
solette’”—developed to meet with the 
demand for a popular priced range 
suitable for small homes and apart- 
ments. The outstanding feature of 
the new model is the extra large 
cooking top and oven capacity in re- 
lation to the small amount of floor 
space required for the installation. 


Benjamin also announces a new 
bulletin on the “Little Sentry” line of 
panelboards featuring an arrangement 
for individual control of branch cir- 
cuits when so desired. Additional 
space is provided in trim at bottom of 
panel for installation of tumbler 
switches. 


Statement of the Ownership, Management, 
Circulation, Ete., Required by the Act of 
Congress of August 24, 1912, 
of The Jobber’s Salesman, published monthly at Chi- 

cago, Ill., for April 1, 1928. 

State of Illinois. County of Cook, ss. 

Before me, a notary public in and for the State and 
County aforesaid, personally appeared C. W. Forbrich, 
who, having been duly sworn according to law, de- 
poses and says that he is the general manager of The 
Jobber’s Salesman, and that the following is, to the 
best of his knowledge and belief, a true statement of 
the ownership, management (and if a daily paper, the 
c‘reulation), ete., of the aforesaid publication for the 
date shown in the above caption, required by the Act 
of August 24, 1912, embodied in section 411, Postal 
Laws and Regulations, printed on the reverse of this 
form, to-wit: 

1. That the names mae —— of the publisher, 
editor, managing edito and ral manager are: 
Publisher, Electrical Trade Publishing Co., 53 W. Jack- 
son Blvd., Chicago, Ill.; editor, Howard Ehrl ich, 53 W. 
Jackson Blvd., Chicago, Il.; ‘managing abe Henry 
W. Young, 53 W. Jackson Blvd., Chicago, Ill.; gen- 
eral manager, C. W. Forbrich, 53 W. Jackson Blvd., 
Chicago, Tl. 

2. That the owner is: (if owned by a corporation, 
its name and address must be stated and also im- 
mediately thereunder—names and addresses of stock- 
holders owning or holding one per cent or more of total 
amount of stock. If not owned by a corporation, the 
names and addresses of the individual owners must 
given. If owned by a firm, company, or other unin- 
corporated concern, its name and address, as weil as 
those of each individual member, must be given.) How- 
ard Ehrlich, 53 W. Jackson Blvd., Chicago, Ill.; C. W. 
Forbrich, 53 W. Jackson Blvd., Chicago, Ill.; Douglass 
G. Pilkington, 535 Fifth Ave, New York; Henry W. 
Young, 53 W. Jackson Blvd., Chicago; Ross D. Cum- 
mings, 53 W. Jackson Blvd., Chicago; George E. 
Pomeroy, Rockefeller Bldg., Cleveland, Ohio. 

3. That the known bondholders, mortgagees, and 
other security holders owning or holding 1 per cent 
or more of total amount of bonds, mortgages, or other 
securities are: (If there are none, so state). None. 

4. That the two paragraphs next above, giving the 
names of owners, stockholders, and ty holders, 
if any, contain not only the list of stockholders and 
security holders as they appear upon the books of the 
company but also, in cases where the stockholder or 
security holder appears upon the books of the company 
as a trustee or in any other fiduciary relation, the 
name of the person or corporation for whom such trus- 
tee is acting, is given; also that the said two para- 
graphs contain statements embracing affiant’s full 
knowledge and@ belief as to the circumstances and con- 
ditions under which stockholders and security holders 
who do not appear upon the books of the company as 
trustees, hold stock and securities in a capacity other 
than that of a bona fide owner; and this affiant has 
no reason to believe that any other person, association, 
or corporation has any interest direct or indirect in the 
soy Sn stocks, bonds, or other securities than as so stated 


5. ‘That the average number of copies of each issue 


months preceding the date shown above is (This in- 
formation is required from daily oe . % ~ only.) 
C. W. Forbrich. 
Sworn to and subscribed before me this 26th day of 
March, 1928. 
(Seal. ) Elsie E. Stover. 
(My commission expires Dec. 10, 1929.) 
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C. W. P. PIPE CLAMPS 
(Galvanized Steel) 


LIGHTER 

STRONGER 
AND COST 
LESS 









THAT’S 
WHY THEY 
SELL FAST 


ERE’S a 


that makes selling easy. 


pipe-clamp 


Stamped from tough 
Pressed Steel—weighs less 
than malleable, but stronger. 
Costs less, too. Special off- 
set at end acts as a powerful 
lever which draws up conduit 
snug and tight. Deep coun- 
tersink for screw gives easy 
installation and neat finish to 
the job. 


Write for Prices and 
Jobbers’ 


Discounts 


The Cleveland t: | 


Products Co. 


W. 58th St. & Denison Ave. CLEVELAND 




















Wrigley for Quality 


STEEL TOGGLE BOLT 






HOOD RIVETED ON 


Wrigley Toggle Bolts 
Made of heayier gauge steel. 
Can be put through smaller holes 
than average toggle bolt. 
First Toggle Bolt made. 


The Thomas Wrigl 
504 Sherman St., C (Aa In. 








| 




















HOLYOKE WIRES 


Holyoke Products are: 

Single, twisted and 
multiple conductors an- 
nunciator wire. 

Weatherproof single 
and twisted Annunciator 
wire. 

Damp proof office wire, 
single or multiple con- 
ductor. 

Triplex or Thermostat, 
three conductor cable 
put up 1000 ft. to coil. 

Radio Hook Up and 
connecting wire. 

Immediate delivery {rom New York and Chicage warehouse 


The Holyoke Co., Inc. 








s. onee New York, N. Y. 
E. andoiph St., Chicago, til. 
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On the coastwise inland waterway at 
semi-tropical Savannah 


AVANNAH— 





Under a balmy sun you can cruise the 
sparkling rivers or revel in the magnifi- 
cence of a spacious bathing pool flanked 
by delightful tea pavilions . . . Abun- 
dant fishing off the hotel grounds .. . 
Golf, on a sporty eighteen hole course 
in the rear of the hotel, or a choice of 
one of the other five famous Savannah 
courses .. . Thoroughbred horses, 
motor cars, boats—all are available. 
Tennis, too, on fast 
courts... For cruis- 
ing parties using 
the inland waterway 
between North and 
South, a yacht an- 
chorage is provided. 











“Sweetheart of the Sun”— and its new 

General Oglethorpe Hotel beckon you for a week-end 
holiday or an extended vacation. Here, on Wilmington 
Island, overlooking a fascinating network of tidal streams, 
this beautiful all-year resort hotel offers unique attractions 
to the winter sojourner. 


Within the hotel—the last word in 
modern, fireproof construction— you 
will find every luxury of appointments, 
service and enter- . 
tainment..four roof ik 
extensions with un- 
rivalled views (break- 
fast or tea there, if 
you wish)... music 
and dancing, of 
course .. . friendly games of bri¢-- in 
the colorful lounge . . . delicious South- 
ern cooking. On the American plan. 


Each of the 200 exquisitely furnished 
guest rooms faces the river or overlooks 
a glorious reach of palmetto groves and 
waterways. Truly “the House of the 
Magic Casements.” 








Once you visit the General Oglethorpe you will yearn to return. 
Write for rates and descriptive booklet. 


‘The 
GENERAL CSLETHORPE 


SAVANNAH 











GEORGIA 
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Sell the 
Grip-Lock 


NDUSTRIAL Plants 
are awake to the ne- 
cessity of preventing 

lamp thefts which over a 
yearly period average 
50% of lamp purchases. 

You are offered the 

Grip-Lock for  distribu- 
Grip-Lock tion. And, here is your op- 
portunity to serve 
your industrials and 
at the same time 
develop _ profitable 
sales. 























Grip-Locks assure 
perfect contact in 
=> sockets, preventing 
lamps from vibrat- 

dV ing loose. Stops 

7 J ‘arching and con- 
/. sumption of excess 

/ / current. Economi- 

cal, simple and posi- 
tive, preventing 
surreptitious remov- 
al of bulbs from 


their sockets. 





You can also secure from us the pigtail weather- 
proof socket for outdoor lighting. Weatherproof and 
fireproof. Key, Keyless, and Pull Chain Porcelain 
Sockets also furnished. 


Write for full information. 


East Haven Specialty Co. 


Manufacturers of Grip-Lock Products 
EAST HAVEN, CONN. - - U.S.A. 





‘ 
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OUTLET BOXES 


Universal No. 52151 


100 Aaa C0-: 


with ) 4" Square Box 
Y," Knock-outs ! 1," Deep 





‘The Label 


does two things for the jobber and the contractor 














—it identifies the maker of the goods, and so guarantees correct 


design, skilled workmanship and good material. 


—it identifies the kind of goods, by showing the name, quantity 
and catalog number of the article. And for further information, 
it shows a picture and gives a complete description. 





» labels on products prevent costly mistakes. 


Roach- Appleton Manufacturing Co. 


3440 North Kimball Avenue - Chicago 45 Murray Street - New York 
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THE MASTER 
LINE IS 
COMPLETE 


TYPE RA 


Single Phase 
Repulsion-Induction 


1g -5 H. P. 


TYPE PA 


2 or 3 phase 
Squirrel Cage 
144-7% H.P. 


TYPE SA 


Split Phase 
1% H.P. 


TYPE DM 


Direct Current 
14-5 H. P. 


Write for Complete 
Price Book 
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A Display 

Stand That 
Builds Your 
Motor Sales 


To get more motor business, 
have dealers use the Master Motor 
Merchandiser. It’s new and dif- 
ferent. A handsome window and 
floor display stand for the dealer’s 
store that will throw the spot- 
light on Master Motors and 
Motor-Grinders. 


That means more sales—more 
for the dealer—more for you. 
And the stand is ridiculously low 
in price. The first sale pays for 
it. After that it works for nothing 
as a silent salesman on the Master 
line. 


It’s just the thing to attract 
dealers—strong, neat, practical, 
compact. Takes up less than two 
square feet of floor space. 


It will pay you to push it, sell 
it, talk it, to your dealer trade. 
They will want it, because it fills 
a real need. 


Write us for complete details. 


X 


The Master Motor 
Merchandiser 


THE MASTER ELECTRIC COMPANY 


Dayton, Ohio 


ELECTRIC CoO. 





STOCKS CARRIED IN PRINCIPAL CITIES 


MASTER TEN MOTORS 
STER|B Woh Oe 





a 
lat Extension Cord 


~that lies flat under the rug 


HE Belden Flat Floor Cord lies so 

flat under the rug that it is hardly 
noticeable, and it does not cause the rug 
to wear. This handy extension cord per- 
mits the housewife to readjust her furni- 
ture as often as she likes, with safety 
and convenience. 


Provides Convenient Outlet 
Without Tools 


The Belden Flat Floor Cord makes it 
easy to put reading lamps, floor lamps, 
radio power units, fans, toasters, and other 
electrical appliances just where they are 
needed. It is equal to a dozen outlets for 
convenience. Anybody can install it. 


Sells Itself 


Every housewife has wished for a handy 
extension cord to run under the rug. 
The Belden Flat Floor Cord per- 
forms this function safely, economi- 
cally, and without wear on the 

rug. It sells on sight. 


Builds Appliance 
Sales 

More outlets mean more 
appliance sales. The 
Belden Flat Floor Cord 
is a portable outlet. It 
is a profitable item for 
electrical dealers in it- 
self, and it paves the 
way to sales for a wide 
range of appliances. 
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The distinctive | BELDEN MANUFA Avenue 

Belden orange 2324-A South Western Ave 

and black carton age Illinois P 
makes an inter- 4 Chicago, rour profitable new item, 
esting and effec- Please send literature on yo 


tive window dis- Floor Cord. 
play. Belden Flat 











2 
PAVAVe vawavad 


BRONZE at the price of brass. Deep, crisp emboss- 
ing at no greater cost than plain spinning. ‘Time-saving 
mechanical design (reducing installation expense an 
average of twenty-five cents a unit) at no extra charge. 


In appearance, quality, mechanical convenience and 
price, the new Wakefield Bronze Embossed “Red Spot” 
Hangers are so far ahead as to be out of reach of any 
present competition. 


If you know of a lighting job in prospect, see that the 
buyer gets asample. Two-to-one he will commit himself 
before he asks the price—and when he learns the price 
he’ll think someone has made a mistake, it’s so low. 


Yet in that low price is a full and generous margin 
of profit for both Jobber and Contractor. 





Write for data. Ask for sample. 











“Che F.W. WAKEFIELD BRASS CO.nfVermilion,Ohio 
| VAN AVA WAN AVAW AW AN AWAWAVAY AV AVAWAVAVAWAVAWAWAVAWAN 








